


FreNATIONAL 
UNDERWRITER 








TYPICAL QUESTIONS 
ANSWERED 


by "Who Writes What?” 


Who writes temporary annuities? 
What companies take older ages? 


Where shall I place that sub-standard or 
aviation case? 


Who writes “pension trusts”? 
What companies take overweights? 


Where can I get coverage for that 
wealthy woman? 


Who will write the combination single 
premium and annuity contract? 


What companies write group annuities? 
—term to 65?—5 pay life? 


Where can I get a deferred survivorship 
annuity ?—a 5 year endowment? 


Who uses graded death benefits on sub- 
standard? 


What companies write mortgage protec- 
tion with reducing coverage? 


Where can I place that salary savings or 
hospitalization case? 


Who writes long term contracts? 
—$10 a month disability? 


What companies allow the beneficiary to 
elect more than one settlement option? 


Who takes 10 years advance premiums? 
—retains substantial amounts? 


AND MANY, MANY OTHERS! 


Order yours today! 


Coming Soon! 


The New 1944 Edition 


“Who Writes What?” 


Ready in January 


Haven’t you often been bothered by questions 
such as—“where can I place that substandard case? 
—what companies write term to 65’—who takes 
10 years advance premiums ?—what can I do about 
that hospitalization or aviation case?” 


Questions just such as these—and there are 
hundreds of them—are a time-consuming nuisance 
unless you have “Who Writes What?’—that 
unique reference that provides the answers quickly 
and easily. It is helping thousands and should be 
available in every life office. 


Don't Waste Time “Hunting Around" 


Just look into “Who Writes What?” Consult 
its comprehensive topical index and turn to the 
section indicated. There you will find in one place 
all the companies that write the contract you are 
looking for—and the rules in accordance with 
which the risks will be accepted. 


Gives You The Answers—Instantly! 


“Who Writes What?” is prepared on an en- 
tirely different basis from any other reference book. 
Arranged by questions (not by companies) it tells 
you what you want to know about the many bother- 
some points. Its direct answers will save your time 
and nerves—and make money for you? 


Your new. Who Writes What?” onn’s2s0 


(You May Order “on approval”) 


Published by 


The National Underwriter Company 


Statistical Division, 420 East Fourth Street, Cincinnati 
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“No one in this 
organization is 


indispensable” 


te heard this many times. Sometimes 
it’s true. Sometimes it’s not. It depends 
on the business and the man. At any rate, it’s 
expensive to generalize, and smart to be pre- 


pared for anything. 


The really indispensable part of an up-to- 
date organization is business life insurance 
sufficient to cover losses through death of key 
men. Northwestern Mutual has written this 
sensible protection for many of America’s lead- 
ing Organizations in amounts proportionate to 


the salaries involved. Such protection does not 












cancel out the loss of the men, but it does 
help finance the interim adjustments of per- 


sonnel and other expenses. 


The cost of this protection is surprisingly 
low and has a secondary advantage . . . it 
assures the accumulation of a special surplus 
through the cash value of the policies, if the 


men live. 


Now, as a business man, you will want to 
make the very best life insurance investment. 
Then, remember, that the difference between 
life insurance companies is significant. Before 
you take action, do two things. ..(1) see a 
Northwestern Mutual agent; and (2) check 
with any of our policyholders, for they can 
tell you, better than we can, why no company 
excels Northwestern Mutual in that happiest 


of all business relationships . . . old customers 


coming back for more. 
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O'Mahoney Promises 
Witnesses Against 
States Rights Bill 


Hearing Continued to Dec. 
21 After E. L. Williams 
Completes Testimony 


WASHINGTON — The Van Nuys 
Senate judiciary committee after hearing 
E. L. Williams, president Association 
of Insurance Executives, complete his 
testimony Tuesday, adjourned until next 
Tuesday at suggestion of Senator O’Ma- 
honey of Wyoming, who said there were 
several things he wanted brought up. 
He said he had an “insurance executive 
who wants to testify against the bill” 
and had corresponded with a Chicago 


insurance broker “who would like to 
testify.” . 
The whole field of how rates are 


fixed and how the subscribers actuarial 
company operates, O’Mahoney said, 
should be gone into; also operations 
of the Western Actuarial Bureau and 
the various rating bureaus, about which 
he said the committee should have infor- 
mation. 

Asked for names of witnesses, O’ Ma- 
honey said he did not want to make 
them public until he was sure they 
would testify. Asked how far he in- 
tended to go, he was indefinite, referring 
to “unwilling witnesses,’ their condi- 
tion being due, he indicated, to the 
interlocking relationships of insurance 
associations and organizations. 


Suggestions for Amendment 


Meanwhile, Senator Van Nuys said 
he had heard the suggestion “from four 
or five senators” that the pending anti- 
trust exemption bill be amended to apply 
to future acts and not affect the Depart- 
ment of Justice prosecution of the 
Southeastern Underwriters Association. 

. Van Nuys said senators making the 
suggestion believed that if adopted it 
would eliminate some opposition to the 


bill. “I don’t know what the committee 
will do about it,” he added. 
Representative Sumners of Texas, 


chairman House judiciary committee, 
said the House rules committee would 
hold a hearing Dec. 15 on the House- 
reported exemption bill. He forecast 
the rules committee would act favorably 
and the House will not consider the 
bill before Christmas. 


Cites Life Insurance 
Stand on States Rights 


Over the signature of James E, Ruth- 
erford, executive vice-president, the Na- 
tional Association of Life Underwriters 
has sent out a message to presidents of 
state and local associations, citing the 
recent resolutions of the American Life 
Convention, ~ Presidents Association 
and N. A. U. favoring preservation 
of the sR of state insurance super- 
vision. The A. resolution was 
stated recently upon instruction of its 
executive committee, the Life Presidents 
Association adopted a resolution at its 
recent annual meeting at New York and 
the N. A. L. U. at its convention in 
Philadelphia in 1941 adopted a strong 
memorial on the subject. 

he communication does not refer 
specifically to the present states’ rights 
insurance bills in Congress. 


N.A.L.U. Secretary Nov. Sales Up 27.8%, Give Final Answer 


Ballots List Hobbs, 
Connell, Roberts 


Nominations for secretary of the 
National Association of Life Under- 
writers closed Monday and it is under- 
stood that the ballots which went out 
to trustees this week contained three 
names: R. R. Roberts, general agent 
of State Mutual Life, Los Angeles; 
P. B. Hobbs, manager Equitable So- 
ciety, Chicago, and C. D. Connell, gen- 
eral agent Provident Mutual Life, New 
York City. 

Because election of any of these three 
will mean a vacancy on the board of 
trustees, it is anticipated that the bal- 
lots will be sent in as soon as possible 
so that the trustee vacancy can be filled 
promptly. 

Election of a secretary was necessi- 
tated by the appointment of Secretary 
W. W. Hartshorn, manager Metropoli- 
tan Life, Hartford, as superintendent 
of agencies at the home office. 

The New York City Life Underwriters 
Association has gone on record unani- 
mously to back Mr. Connell for secre- 
tary. 

This endorsement by the New York 
City association follows that of the Los 
Angeles group for Mr. Roberts and the 
Chicago association for Mr. Hobbs. 


Revamp N.A.L.U. 
War Savings Setup 


_ President H. A. Hedges of the Na- 
tional Association of Life Underwriters 
has announced that the war savings 
committee of the N. A. L. has been 
completely revamped to parallel that of 
the War Finance Division. W. H. 
Andrews, Jr. Jefferson Standard, 
Greensboro, will continue as chairman. 
C. H. Orr, National Life, Philadelphia, 
national trustee, will be national sales 
director. 

Mr. Andrews. and Mr. Orr recently 
have held conferences with the War 
Finance Division in Washington and as 
a result, Fr. R. Gamble, national director 
of the War Finance Division, has recom- 
mended that the state War Finance 
committee chairman appoint the N. A. 
L. U. state chairmen as members of 
their state executive, advisory or policy 
making committees. He also suggested 
that if the N. A. L. U. chairmen are ex- 
pected to travel on Treasury business, 
jos be placed on a “dollar-a-year’ ’ basis 
with travel privileges, subject to the 
approval of the state chairman of the 
War Finance committee. 

Those named to serve as state chair- 
men of the national war savings com- 
mittee in 42 states and Hawaii, follow: 

Alabama-—J. Orlando Ogle, Generali 
American, Birmingham. 

California (north)—H. K. Cassidy, Pa- 
cific Mutual, San Francisco; (south)— 
Kellogg Van Winkle, Equitable Society, 
Los Angeles. 

Colorado—George 
dent Mutual, Denver 

Connecticut — Harold Smyth, National 
Life, Hartford. 

Delaware—William B. Stormfeltz, 
Provident Mutual, Wilmington. 


N. Quigley, Provi- 


Florida—Albert W. Litschgi, Equita- 
ble Society, Tampa. 

Georgia—-Thomas M. Fowler, Metro- 
politan, Columbus. 

Hawaii—George A. Perry, New Eng- 


land Mutual, Honolulu. 

Idaho—Ray M. Wagoner, Northwestern 
Mutual, Boise. 

Illinois—Lester O. Schriver, Aetna Life, 
Peoria; (greater Chicago)—George Huth, 
Provident Mutual, Chicago. 

Indiana — Eber M. Spence, Provident 
Mutual, Indianapolis. 

Iowa—Jack Hilmes, Equitable of Iowa, 
Des Moines. ‘ 

Kansas—Paul Jernigan, Penn Mutual, 
Wichita. 

Kentucky—John K. Taylor, Equitable 
Society, Louisville. 

Louisiana—Louis M. Planchard, Metro- 
politan, New Orleans. 

Maine—-M. H. Neale, New York Life, 
Portland. 


9.4% for 11 Months 


Life Presidents Report 
Shows All Classes Con- 
tribute to Increase 


New life insurance for November was 
27.8% more than for November, 1942, 
the Life Presidents Association has re- 
ported. The total for the 11 months 
was 9.4% more than for the same period 
last year. 

All classes contributed to the Novem- 
ber increase. For the month, the total 
new business was $747,358,000 against 
$584,743,000, increase 27.8%; ordinary 
$496,122,000 against $358,762,000, increase 
38.3%; industrial, $121,566,000 against 
$111,801,000, increase 8.7%; group, $129,- 
670,000 against $114,180,000, increase 
13.6%. 

For the 11 months, the new business 
was $7,709,561,000 against $7,046,197,000, 
increase 9.4%; ordinary, $5,051,581,000 
against $4,581,896,000, increase 10.3%; 
industrial, $1,323,882,000 against $1,381,- 
790,000, decrease 4.2%; group, $1,334,- 
098,000 against $1,082,511,000, increase 
23.2%. 

A comparison by months shows: 


























Ordinary 
1943 
Over 
1942 
1942 1943 Pet. 
Jan. $ 790,497,000 $ 378,744,000 —52.1 
Feb. 479,483,000 385,480,000 —19.6 
March 423,120,000 486,088,000 14.9 
April 372,648,000 495,554,000 33.0 
May 364,688,000 462,186,000 26.7 
June 371,582,000 482,253,000 29.8 
July 371,528,000 481,233,000 29.5 
Aug. 339,472,000 456,790,000 34.6 
Sept. 335,700,000 448,042,000 33.5 
Oct. 374,416,000 479,089,000 28.0 
Nov. 358,762,000 496,122,000 38.3 
$4,581,896,000 $5,051,581,000 10.3 

Industrial 
Jan. $ 119,820,000 $ 103,873,000 —13.3 
Feb. 126.4 27000 117,563,000 —7.1 
March 140,735,000 134,479,000 —4.4 
April 139,022,000 126,688,000 —8.9 
May 141,378,000 126,333,000 —10.6 
June 129,863,000 119,505,000 —8.0 
July 112,917,000 110,096,000 —2.5 
Aug 112,240,000 105,585,000 —5.9 
Sept 111,795,000 123,859,000 10.8 
Oct. 135,727,00 134,335,000 —1.0 
Nov 111,801,000 121,566,000 8.7 
$1,381,790,000 $1,323,882,000 —4.2 

Group 
Jan. $ 49,076,000 $ 93,818,000 91.2 
Feb. 50,231,000 90,690,000 80.5 
March 97,826,000 130,390,000 33.3 
April 124,823,000 124,984,000 an 
May ,773,000 154,406,000 75.9 
June 161,061,000 143,888,000 —10.7 
July 151,344,000 131,599,000 —13.0 
Aug 83,304,000 89,168,000 7.0 
Sept 84,799,000 112,707,000 32.9 
Oct 78,094,000 132,778,000 70.0 
Nov 114,180/000 129,670,000 13.6 
$1,082,511,000 $1,334,098,000 33.2 
Total 

Jan $ 959,393,000 $ 576,435,000 -39.9 
Feb 656, 206,000 593,733,000 —9.5 
March 661,681,000 750,957,000 13.5 
April 636,493,000 747,226,000 17.4 
May 593,839,000 742,925,000 25.1 
June 662,506,000 745,646,000 12.5 
July 35,789,000 722,928,000 13.7 
Aug 535,016,000 651,543,000 21.8 
Sept 532,294,000 684,608,000 28.6 
Oct 588,237,000 746,202,000 26.9 
Nov 584,743,000 747,358,000 27.8 
$7,046,197,000 $7,709,561,000 9.4 
Maryland—James P. Graham, Aetna 


Life, Baltimore. 

Massachusetts—George Paul Smith, 
New York Life, Worcester. 

Michigan—E. P. Balkema, Northwest- 
ern National, Detroit. 

Minnesota—Edward H. Keating, Equi- 
table Society, Minneapolis. 

Missouri— Lester S. Becker, Lincoln 
National, St. Louis. 

Montana—Karl Tomaschoff, Metropoli- 
tan, Great Falls. 

Nebraska—Paul V. Cottingham, Mutual 
Life, Omaha. 

New Hampshire—Chris A. Allen, 
York Life, Manchester. 

(CONTINUED ON LAST PAGE) 





New 


fo Many Questions 
Under 5% Rule 


Employer May Not Pay 
Premiums on Individual 
A. & H. Policies 


WASHINGTON—An important 
mimeograph dated Dec. 8 has been is- 
sued by Commissioner of Internal Rev- 
enue R. E. Hannegan clarifying a num- 
ber of points in relation to the so-called 
5% rule the answers to which have been 
anxiously sought for months by insur- 
ance people and assured. Possibly the 
most important and at the same time the 
most disappointing feature of the mimeo- 
graph from the standpoint of insurance 


agents is that payment of premiyms 
upon individual health, accident or hos- 


pitalization insurance by an employer for 
the benefit of an employe will be deemed 
to be a salary increase in contravention 
of the act of Oct. 2, 1942, as amended, 


unless prior approval therefor is ob- 
tained. 
Many agents had assumed that em- 


ployers could buy personal accident and 
health insurance for employes, so long 
as premiums did not exceed 5% of the 
employe’s salary without having such 
payment treated as salary increase. It is 
believed that a good many policies were 
placed on this understanding, although 
most of the accident and health compa- 
nies have been very conservative and 
have warned agents that the government 
had not categorically given the green 
light to such arrangements and advised 
that specific approval be obtained from 
Washington in each case. 

Dependents Group Cover OK 


At the same time Commissioner Han- 
negan states that group hospitalization 
and surgical policies which provide for 
the payment of hospital fees and surg- 
ical fees in the case of hospital confine- 
ment of employes are considered to be 
health insurance within the purview of 
section 1002.8, and premiums thereon 
may be paid by an employer for the 
benefit of his employes. Premiums paid 
by employers on group hospitalization 
insurance or group health and accident 
insurance for hospitalization and medical 
care of employes even though a portion 
thereof may be allocated for the pur 
chase of such insurance for persons de- 
pendent upon the employes, do not con- 
stitute salary increases. 

It had been taken for granted that 
group cover did not constitute salary in- 
crease but there was a question in the 
minds of insurance people whether it is 
permissible to include dependents cov- 
erage. Earlier this fall the War Labor 
Board issued a ruling that dependents 
coverage could be included in group 
policies and that position is confirmed 
by the new mimeograph. 


Life Insurance Features 


The balance of the mimeograph con- 
cerns life insurance purchases for em- 
ployes and clarifies previous holdings 
that such insurance must be of the or- 
dinary or whole life variety and must 
be purchased for a representative group 
of employes rather than for a single one 
or selected few. 

This mimeograph confirms the state- 
ments in the article in the Oct. 22 
NATIONAL UNDERWRITER that the depart- 
ment will not give retroactive applica- 

(CONTINUED ON PAGE 9) 








Tells of Jap 


Seizure of U. S. 
Life in Shanghai 


Galen D. Litchfield, 


far eastern affairs of Unitec 





who had been 1) 





since August, 1941, and who 


ne of the repatriates on t 


ent trip of the “Gripsholm,” ha 
first hand account of how the 
over American life insurance 








compani n Japanese occupied terri 
to in China. Mr. Li 1 














hfield had been 
in the far east about 25 vears He is 
the st representative of U. S. Life to 
( rey vied Cl He was confined 
1 inte near Shanghai 
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M Lit Id charges that Japa 
! emploved unusual and irregular 
thods in handling enemy insurance 

anies in occupied areas 
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cir troops would be coming into the 
settlement to maintain order but that 
busines was to go on as_ usual 
When the can in they immediately 
ook ove lates, newspapers and 
vaanks. Insurance companies were, in 


he main, left entirely alone until late 

lanuary, when “supervisors” were 
inted to familiarize themselves witl 
reparatory, as we 
all the time, 
ppointment of liquidators, which 


ned later and surmised 








S 1¢ out 1 1 rather elaborate 
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I 1942.” 
Ultimatum Is Given 
\ part of tis ceremony) Was mak 
ne it clear to us that although certain 
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t 1 thre liquidation would be 








ati ilitary orders and would 
ubj the fend to indeterminate 
onfinement in the dreaded bridgchouse 
On Mone mornin April 13, afte 
C] trod ead te nv liquidators (offi 
ers from the liquidating company’ 
KVO Othce stater I would comp! 
trict the military orders to ‘as 
t the liquidation, but would natu 
not oO bevond this in- assistin 
{ their efforts to tear down in ;% 
‘ veeks what we had spent veai 
| up We parted company two 
days later when they called me in and 
said: ‘We do not believe we need vou 


‘I do not 


useful to vou.’ 


ee and | replied: 
uld be very 


Cease Receiving Premiums 


‘Anticipating the outbreak of war, 
United States Life, for whose opera 


area I was responsible, 
taken such precautionary 
were necessary to. safe 
and policvowner financial 
manner, with the 
outbreak of war, no further business 
issued: and bv the time the liqui 
dators were appointed we had already 
ceased ‘receiving premiums which suc 
cessfully foiled any Japanese ideas of 
inheriting a profitable and well-founded 
business which would provide a current 
cash income for them, or on which thes 
might be able to induce policvowner 
(CONTINUED ON LAST PAGE) 
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November by Vice-presi 
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production in 
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This year’s drive 
“service flag’? theme 
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Industrial Death Rate Up 

The annual death 
industrial policyholders 
from 750.3 in 1941 and 


100,000 

has increased 
731.9 in 1942 to 
1045, according to Metropoli 
tan Life’s estimates for the first 10 
months. War deaths from enemy ac 
tion increased from .3 in 1941 and 4.1 in 
1942 to 13.2 in 1943. Heart disease 
pneumonia deaths increase. 


rate per 
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Advice Needed by 
Discharged Service 
Men on Protection 


number of 
now being discharged from the 
armed services who are anxious for ac- 
curate information and advice with re- 
to their National Service Life In- 
surance, Most of the over-age men 
already are back in civilian life, and the 
ones now coming out consist almost 
vholly of those discharged for som« 
physical disability or wound, many of 
minor. Those in the present war 
more serious about their life insur 
ance than men in the first world war, 
according to Veterans’ Administration 
observers. The military training and the 
education they get with respect to fi 
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ncial matters, including 
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intense. When service man is dis- 
charged, one of the first things he thinks 
ibout is getting his government cover- 
we on a proper basis. 
Agents Getting Inquiries 

lLile insurance men are getting mor 
equests from such sources as to what 
should be done, and as. time 
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Veterans’ Administration officials state 

Mat some of the ex-service men 
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Service 

~ and need competent advice on 
conversion from five year term to 
ordinary life, 20 pay life or 30 pay life, 
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Four Services at Victory” Dinner 








When members of.the Joseph V. Buck 
agency of Bankers Life of Towa in De 
troit assembled for a “victory” celebra 
tion, representatives of four branches of 
the armed forces were special guests, 
and all spoke to the group. The service 
representatives are pictured chatting 
with Mr. Buck. They are: Sergeant 


Dale Miller of the army. who was 
wounded in the invasion of Africa; Y2/ce 
Fred MeGlinnen of the coast guard; 
Sergeant Merry McGaraugh of the 
women’s marine corps reserve; Mr. 
Suck, and Ship Fitter Pat Ford of the 
navy, who saw action and was wounded 
in the invasion of Sicily. 


December 17, 


Keystone Group 
President 


\Ibert Fitz Randolph, who handles 
sales promotion and = direct mail for 


Penn: Mu- 
tual, was 
elec ted 
chairman of 
the Key 
stone Group 
F the Life 
\dvertiser 
\ ssociation 


ine in a 
delphia. Re 


cently he 





was ap 
poirted na 
tional mem 
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ALBEREP bP. RANDOLPH 


Philadelphia he was connected with 
Penn Mutual in Pittsburgh for 11 years, 
as agent, supervisor, unit manag and 
training. He also had ex- 
perience in creative promotion. 
Mr. Randolph, a native of Pittsburgh, 
raduated from University of Pitts 
in 1927, then was boys’ work .sec- 
retary of Y. M. C. A. there. He ts past 
president Pittsburgh Supervisors Club, 





director of 


sales 








He has been secretary-treasurer 
Keystone Group, and this year 
was chairman of the exhibits committee 
at the annual meeting of L. A. A 


Tells Post-War Plans 


of the 





kK. Paul Huttinger, second vice-presi- 
dent Penn Mutual, addressed the group’s 
meeting, telling post-war plans of his 
company for reestablishing agents in 


production who now are with armed 
FOFCES. 
“Rehabilitation is a much more com- 


plex problem for business and industry 
than is the problem of training men for 
war,” he said. “Upon it rests the de- 
cision of whether or not we can win the 
peace as well as the war.” 

He pointed out men are receiving in- 
tensive training in services with the 
single purpose of divesting them of 
every pattern of their civilian lives. He 
ioted the careful mental, physical and 
even spiritual evaluations that are made 
to determine their position of greatest 
usefulness—in marked contrast to what 
they have known in the life insurance 
business. Unless life insurance is pre- 
pared to proceed with their rehabilita- 
tion and re-induction into the business 
with something of the same care and 
attention, he warned, the results will not 
be satisfactory to anyone concerned 


Outlines Penn Mutual Plan 


Among the things suggested on the 
blue print of the Penn Mutual's plan, 
are the assembling of appropriate an- 
nouncements to policyholders, granting 
of free direct mail, assumption of tuition 
for C.L.U. study courses and refresher 
courses at the home office covering new 
policies and recent policy changes, 
changes in underwriting rules, new sales 
promotion and direct mail plans, new 
programming ideas and forms and or- 
ganized sales talks which are keyed to 
the times. 

Mr. Huttinger laid great emphasis on 
the fact that the whole training of the 
services is to induce direct action and 
that well thought out courses must be 
devised which will retain useful initi- 
ative but which will reindoctrinate the 
men in the persuasive arts of peace. 


Governor Johnson of Kentucky, just 
before his retirement, appointed a num- 
ber of colonels for his staff and, among 
these, he named Frank J. Viehmann, 1n- 
surance commissioner of Indiana. 
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Nine Months ry Rowsk ewe Live Until Policy Mies 


of Investments by 
Life Companies 


Some 75%, of All 
Funds Used Went Into 
Government Securities 


An aggregate of $6,770,000,000 life in- 
surance funds was invested in the first 
nine months in. government and_ busi- 
ness securities and in real estate mort- 
vages, according to the Institute of Life 
Insurance. 

The rate of flow of life insurance 
funds into United States government 
securities was. accelerated with the 
Third War Loan Drive, making the 
nine months’ total $5,300,000,000. This 
means that approximately 75% of all 
money directed into investment during 
the period went into these securities. 
Holdings of government securities on 
Sept. 30 are reported as $12,230,000,000, 
a net increase of $2,840,000,00 since the 
start of the year. 


Maintain Home Front Aid 


Purchases of railroad, public utility 
and industrial securities absorbed $570,- 
000,000, in the nine months. While 
these acquisitions were on a_ smaller 
scale than a year ago, the continued 
support by life insurance of business is 
shown by the fact that at the end of 
the nine months holdings of business 
securities amounted to $10,180,000,000, 
or only $20,000,000 less than at the 
start of the year. Holdings of railroad 
bonds were off $60,000,000, but there 
were gains respectively of $30,000,000 
and $20,000,000 in holdings of public 
utility and industrial bonds. Holdings of 
corporate stocks were off $10,000,000. 

While the life insurance companies 
put $250,000,000, into state, county, mu- 
nicipal and Canadian _ government 
bonds during the year their net invest- 
ment in these securities totalling $2,- 
610,000,000, was off $80,000,000 in the 
nine months. 


Mortgage Loans 


In real estate mortgages, the aggre- 
gate investment showed little change, 
with purchases of farm mortgages re- 
ported at $110,000,0000, and purchases 
of urban mortgages at $540,000,000. 
Sales of farm and city properties were 
on a substantially greater scale than ac- 
quisitions, with the result that holdings 
of farm properties, valued at $370,000,- 
000, were $110,000,000 below the Jan. 1 
level, while holdings of urban proper- 
ties, which include home and branch 
office buildings, housing projects and 
foreclosed properties, were $100,000,000 
lower at $1,050,000,000. 

The summary of life investments is: 


(Millions of Dollars) 
Purchases Holdings 








er 9Months~ Sept. 30 
ONC s 
we GIOVE s os as . $5,300 $12,230 

Othe 2 a Se 250 2,610 

Railroad ....... ae 160 2,650 

Public Utility....... 230 5,130 

Indust. & Misc...... 150 1,840 
Stocks . ; A oeaee 30 560 
Real Estate. 

3) ee — 110 370 

|. a i 140 1,050 
Mortgages 

a er eer as ; 110 860 

DONOR Lovins 540 5,820 
DROGINE, sare here ora ee $7,020 $33,120 


Goodpaster Has Resigned 


Sherman Goodpaster, insurance com- 
missioner of Kentucky for eight years, 
resigned last week due to the fact that 
a Republican governor was taking office. 
Before retiring from the governship 
Keene Johnson, the Democratic gov- 








Above is shown Frederick W. Meier 
(left) of Canal Winchester, O., receiv- 
ing a check from Union Central Life 
on a paid up policy which matured on 
Mr. Meier’s 96th birthday. The pres- 
entation was made by A. D. Sanderson 
(right), age 92, of the Columbus 
agency of _the ney, who wrote the 


policy for Mr. Meier Nov. 15, 1897. 
According to the American experience 
table, the chance of both Mr. Meier and 
Mr. Sanderson to live until the maturity 
date of the policy is slightly more than 
one in 10,000,000. Mr. Sanderson has 
continuously represented Union Central 
for 56 yee. 





ernor, commissioned him as an aide-de- 
camp with the rank and grade of colonel. 
As Mr. Goodpaster is a Democrat na- 
turally he was due to be retired in the 
near future when the Republican gov- 
ernor will make an appointment. 





Vote to Freeze SS Tax 

WASHINGTON—The Senate finance 
committee has adopted the Vandenberg 
amendment to freeze social security 
taxes at 1% Jan. 1, 1944. 








Until three years ago he had 


ill health—bad heart. 


$83.33 monthly. 


$3,000 which could be used 
$10,000 insurance protection. 


*¢ © 


WILLIAM H. KINGSLEY 
| Chairman of the Board 





| The Disabled Farmer 


A farmer policyholder came into the office to ask the cashier 
if anything could be done to relieve him of further premium 
| outlay—he had paid premiums throughout 23 years. He owned 
{ two farms but had no sons, there was a labor shortage; so the 
farms were an expense to him instead of producing income. 


business, but his doctor had insisted that he retire because of 


{ 
| The cashier reported the disability to the Company, when 
| he found that the insurance had the disability feature. The 
Company approved the claim, and the farmer was surprised 
| and pleased to learn that he was to be relieved of premium 
payments and in addition would be paid a disability income of 
(He had never had the policy out of the 
safety box since he had placed it there 23 years ago.) 


The cashier’s study of the case enabled him to explain that 
the insurance account showed accumulated dividends of about 


expressed a wish to do some traveling, and this dividend fund 
made it possible for their wish to come true. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


owned a brick manufacturing 


without interfering with the 
The insured and his wife had 
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JOHN A. STEVENSON 
President 

















Urges Exemption of 
Insurance from 
U. §. Estate Tax 


U. S. Chamber Spokesman 
Makes Appeal to Senate 
Finance Committee 


WASHINGTON — At revenue bill 
hearings before the Senate finance com- 
mittee Roy C. Osgood of Chicago, vice- 
president of the First National Bank 
and a member of the U. S. Chamber of 
Commerce committee on federal finance, 
filed a statement in which he urged 
exemption from the federal estate tax 
of insurance “on the life of the decedent, 
which is not payable to the estate.” 
E. C. Alvord, Washington attorney, is 
chairman of the U. S. Chamber’s federal 
finance committee. Mr. Osgood’s state- 


ment before the committee was in part 
as follows: 


“It is admitted that the complete re- 
peal of the estate tax may be inexpedi- 
ent during the period of the present war. 
Conseque mntly, its repeal as of the end 
of the calendar year in which hostilities 
cease may be desirable action to con- 
sider at the present time. There is, 
however, an immediate step which can 
be taken which will be of material as- 
sistance in alleviating the devastating 
effects of the estate tax. This step is 
the immediate exemption of all insurance 
on the life of the decedent which is not 
payable to the estate. Only a few states 
attempt to levy a death tax on such 
insurance. 


Shock on Non-Cash Assets 


“Such a fortuitous tax as a death tax, 
which is bound to be an incursion into 
capital and cannot be paid out of in- 
come, should not be taxed out of the 
field of protection. Pending such time 
as the estate tax is repealed, some means 
should be provided whereby the shock 
of the tax on non-cash assets may be 
lessened. Insurance is the ideal method 
but under the present law its use is im- 
possible because the insurance itself in- 
creases the amount of the tax. 

“For example, the federal estate tax 
(before credit for state death tax) on an 
estate of $250,000 consisting of a manu- 
facturing company is $47,700. If the 
owner wished to insure against the tax 
it would not be sufficient for him to 
purchase $47,700 of insurance since that 
insurance would automatically raise the 
tax to $62,010. Actually it would take 
$68,300 of insurance to provide for the 
estate tax on both the manufacturing 
company and the insurance. On larger 
estates the problem is even more diffi- 
cult. On an estate of $1,000,000, insur- 
ance in the amount of $505,000 is re- 
quired to pay the tax on the original 
estate plus the insurance. 

“The estate or death transfer tax and 
inheritance tax are now the principal 
items among emergency expenditures 
incident to death. Physical properties, 
and securities both liquid and slow, 
make up the great bulk of the estate of 
decedents. It is generally extremely 
difficult to realize quickly from the as- 
sets of the normal estate the consider 
able sums of money that are required 
to meet obligations. In the case of a 
large estate tax obligation imposed for- 
tuitously by death, realization becomes 
even more difficult. Such taxes deplete 
estates not only by reason of the levy, 
but by reason of the sacrifice incident 
to the process of raising the money re- 
quired to pay the tax. 

“Tt would seem that individuals should 
not be penalized in insuring against 
death taxes as against fire, tornado, or 








= WHAT IS THE FINAN- 
CIAL SALVATION OF THE 


‘ 


other damaging visitations upon prop- 
erty. This can be accomplished by ex- 
empting from the estate tax all insur- 
ance on the life of the decedent which 
is not payable to the estate. 

“The amount of revenue involved dur- 


ing this war period is negligible. The 
percentage of taxable insurance to the 
total of gross estate assets has never 
been large. For federal estate tax pur- 
poses in 1936 it was 2.76%; in 1937, 
2.65%; in 1938, 2.29%; in 1939, 2.55% 
with the average around 214%. These 


figures, of course, include insurance pay- 
able to the estate itself and if only in- 
surance not payable to the estate is ex- 
empt from tax, the amount involved 
would be even smaller. Based upon the 
present estate tax yield of about $500,- 
000,000, the amount of revenue involved 
in the taxation of insurance is neglig- 
ible. 

“Before life insurance not payable to 
the estate was subject to tax—as well 
as subsequently, before the tax become 
so burdénsome—taxpayers did provide 
for death duties through life insurance. 
It seems manifestly in the public interest 
to enable them to do so to the limit of 
their ability. The government is bene- 
fited by prompt payment of taxes. The 
estate is enabled to pay the tax with- 
out sacrifice of assets. Business is not 


disturbed by avoidable economic distress 





MAN IN THE HIGHER TAX 
BRACKETS? HILBERT RUST. 
C.L.U., OUR ASSOCIATE EDI- 
TOR, HAS FOUND AT LEAST 
A PARTIAL ANSWER IN A 
STUDY, “THE DILEMMA OF 
HIGH TAXES AND LOW IN. 
VESTMENT YIELDS.” 


FHE STUDY BAS RE- 
CEIVED DESERVEDLY 
HIGH PRAISE. For example, 
STEPHEN D. GREEN, JR., of 
the Provident Mutual says: ‘Con 
gratulations upon the treatise! For 
I have been advising 
must turn to liie 


18 months, 
men that they 
insurance if they 
of 


are to maintain 


any semblance economic bal- 
ance—the same conclusion reached 
by your study.” 

a * # 
AND A. H. DALZELL, Field 
Training Manager for the John 
Hancock, is so impressed with 
the paper that he will use it in 
his 1944 Home Office Schools. 

. ca * 
PAUL C. FRENCH, A. D. at 
Kansas City for the New York 
Life, expresses his impressions in 
an air mail request for 120 copies 
of Mr. Rust’s paper. 

* * * 
IF YOU WOULD LIKE A COPY 
OF THE PAPER, drop a line and 
it will be forthcoming with 
best wishes. 


R & R’s 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


\ INDIANAPOLIS 
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Service Man‘s “Death” 
Mistake: Check Returned 


Homer Cloud of Westfield, Ind., 
recently visited the Indianapolis 
office of John Hancock Mutual 
Life and returned a check for 
$1,000, the first time the agency 
had received so large a check 
under similar circumstances. He 
had been informed his son Stanley 
had been killed in a bombing raid 
over Germany. The company had 
a policy on the son and paid it. 
Later the father received notice 
that the original report was a mis- 
take. 








due to the tax, and many a concern will 
be saved from being another one of the 
vital statistics used in computing the 
death rate of small business.” 


Gets 65% Replies 
from Direct Mail 


Massachusetts Mutual Life reports a 
nationwide average of 65 replies from 
every 100 direct mail pieces going for- 
ward. 

Last July, the company announced a 
reply-and-gift feature as an addition to 
its basic direct mail advertising. The 
reply plan was added at the request of 
agents. With a five-year average of 
one sale among every 10 prospects cul- 
tivated, and a high average amount per 
policy, the basic preapproach advertis- 
ing which does not ask for a reply, had 
set a difficult pace for the new feature. 

The announcement to agents gave a 
suggested telephone request for an ap- 
pointment and a simplified direct plan 
of procedure for the personal call. 

The agent selects prospects to receive 
the advertising. Mailings were limited 
to a maximum of 20 names on the init- 
ial list, and not more than 10 names 
weekly thereafter. 

A printed letter offering a combina- 
tion gift, and a reply envelope carrying 
a 3-cent stamp are forwarded by third 
class mail, in an “envelope” which, when 
opened by breaking the pre-canceled 
stamp, becomes a wall pocket display- 
ing a picture of the American flag and 
the Massachusetts Mutual name. 

As replies are received, a ration book 
case bearing the prospect’s name, ad- 
dress, and telephone number and a set 
of food stretcher suggestion cards are 
sent to the agent for personal presenta- 





tion. 

All mailings are forwarded by the 
home office and applications are 
checked against prospect lists. Agents 


report that the gift helps in getting in- 
terviews with prospects not previously 
met, and the ration book case and food 
stretcher cards appeal to housewives 
in the upper and lower income brackets. 





Legal Moves in Ill. Bankers 
Case May Delay Sale 


The Hugh T. Martin estate has filed 
a motion before Circuit Judge Miner in 
Chicago to vacate the decree that was 
entered divesting that estate of its own- 
ership of 1,600 shares of stock of IIli- 
nois Bankers Life. Also the A. T. Saw- 
yer estate which has 400 shares and was 
ordered to give it up served notice of 
intention to appeal. What effect these 
maneuvers may have on the sale of the 
stock of Illinois Bankers Life which is 
scheduled to take place in Judge Miner’s 
court next Tuesday remains to be seen. 

Mrs. Martin is represented in this at- 
tack on the decree by a new attorney, 
E, A. Zimmerman. Up until this time 
she has had four counsel. Judge Miner 
inclined to overrule Mr. Zimmer- 


was 
man’s motion to vacate the judgment 
but he consented to give Mr. Zimmer- 


man until Tuesday of this week to file 


a petition outlining the basis for his re- 
quest to vacate and that filing was made. 


~ Analyzes Market 
by Age and by 
Earnings Brackets 


Before Pearl Harbor John Hancock 
Mutual started a “continuing survey” 
of its sales records, and this has re- 
vealed a number of interesting facts, 
Margaret Divver, assistant advertising 
manager, said in a recent talk. The 
survey showed at the outset that the 
peak of sales to men is reached at age 
25 and that sales fall off from that point 
gradually up to the ages of 38 to 40 and 
then fall off sharply, Miss Divver said. 
The records also revealed that in spite 
of the decrease in the number of sales 
from 25 on, the dollar volume kept up 
to age 38 and then fell off gradually to 
age 60 to 65. 

These facts make it obvious that there 
is a relationship between age, income 
and amount of life insurance carried, 
she said, and suggests that the amount 
is also affected by the number of de- 
pendents, irrespective of incomes. To 
determine how closely its own experi- 
ence and deductions parallel general 
habits of life insurance purchase, John 
Hancock made a study through a na- 
tional research organization consisting 
of 6,000 personal interviews of life in- 
surance purchasers in various income 
and age groups throughout the country. 


Purchases by Earning Brackets 


This study, Miss Divvers explained, 
showed that men who earn from $40 
to $50 a week will carry about 25% more 
life insurance than those who earn from 
$30 to $39. Men who earn from $50 to 
$60 a week account for purchases of 
around 40% more than those who earn 
from $40 to $49. Men who earn from 
$60 to $80 a week can be expected 
to carry 50% more life insurance than 
those who earn from $50 to $59. 

Incomes being equal, men with one 
dependent buy 10% more life insurance 
than men with none, she added. Men 
with two dependents buy 12% more life 
insurance than men with one; men with 
three, 25% more than those with two, 
and men with four, 20% more than men 
with three. Of men who buy one policy, 
three-fourths will have bought it by 
age 22. Of those who buy two policies, 
three-fourths will have bought their sec- 
ond policy by age 30. 


18-38 Is Real Market 


These figures reveal that the market 
is affected by selective service because 
18 to 38 is the real, normal insurance 
market, a fact shown by a review of 
John Hancock experience and that of the 
country at large, she said. 

Another fact the survey brought out 
is that in more than 40% of the cases 
where the second policy was purchased 
from a different company than the first, 
the shift had nothing to do with sales- 
manship. The tendency to buy from 
relatives and friends is more marked in 
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Paul E. Orr, Jr., assistant to Manager 
Richard E. Myer of Mutual Life’s Ives 
& Myrick agency, 
New York City, is 
resigning to be- 
come assistant to 
Clinton Davidson, 
formerly head of 
the Estate Planning 
Corporation of 
Jersey City and 
long prodminent in 
the life insurance 
field. Mr. David- 
son is president of 
Management Plan- 
ning, Inc., and Fi- 
duciary Counsel, 
Inc., consultants to 
corporations and individuals of means 
on business and financial matters. 

Mr. Orr entered life insurance in 1932 
and joined Mutual Life as assistant to 
Mr. Myer in 1942. He is educational 
vice-president of the New York City 
Life Underwriters Association and of 
the New York C. L. U., from both of 
which he is resigning to take up his new 
duties. He also serves on the faculty 
of the school of commerce, New York 
University. He is a graduate of New 
York University and received his C. L. 
U. designation in 1936. 


N.F.C. Sends States Rights 
Message to Congressmen 


The National Fraternal Congress over 
the signature of Foster F. Farrell, sec- 
retary and manager, has sent to all 
Senators and Congressmen a_ letter 
pointing out that the N. F. C. at its 
recent annual convention adopted a 
states rights resolution. Under that me- 
morial the N. F. C. supports “the con- 
tinued recognition of the basic principle 
enunciated in Paul vs. Virginia that in- 
surance is not interstate commerce and 
is opposed to any federal regulation of 
insurance, directly or indirectly and 
urges that any legislation or action by 
Congress should recognize this princi- 
ple to the full extent and should so de- 
clare.” The letter does not specifically 
mention the pending legislation in Con- 
gress to exempt insurance from the fed- 
eral anti-trust laws. 





Paul Orr, Jr. 





Counsel Steering Group to Meet 

The mid-winter meeting of the execu- 
tive committee of the International As- 
sociation of Insurance Counsel will be 
held Jan. 26-28, at the Palmer House, 
Chicago. 


life insurance than in any other business 
surveyed by the research organization 
employed by John Hancock. This, Miss 
Divver said, is not a natural phenom 
enon, but an indication of the failure 
of life insurance advertising to sell the 
public on the services of the agent. 
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EXTRA—GOOD NEWS! 


It's good news that there are Gene.al Agency 
openings available now in lowa, Missouri, 


contracts for the right men. 


For further information write to: 


AGENCY DEPARTMENT 






rissovers SRST WH WHOLLY MUTUAL LEGAL KTaTEE COMPAN 


3207 Washington Boulevard, St. Louis, Missouri 


and Arkansas with incentive pay 
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Allen May, President , 
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s government is sitios at federal regula- laws and as a result Congress enacted tention to whether these funds were be- 

Insurers Be in tion, there may be some uncertainty federal regulation the life companies as ing invested in the best economic inter- 
as to just why the powers that be are well as all other forms of insurance est of the country as a whole and the 

so anxious to exercise their authority would inevitably be included. During the SEC people made a strenuous effort to 

over insurance, A federal bureau of in- Temporary National Economic Commit- show that there was a good deal to 


5 
for lJ § Regulation surance would, of course, be quite a_ tce’s investigation of the life insurance criticize the life companies for on this 
_ : source of jobs particularly if it were ex- bus siness a few years ago it seemed ob- score. 
2 panded in the usual fashion of federal vious that the Securities & Exchange — 

agencies. Then there is the present ad- Chamaieiies which was the government L. J. Evans, assistant director of 

een as OV ~ im ministration’s general attitude that as agency that did the actual investigating agencies of Northwestern Mutual Life, 
many forms of business as possible for the TNEC, wanted the government spake at a sales conference of the Bruce 

should be brought. under some sort of to have something to say about the way Gilmore agency at Grand Rapids, Mich 





Onl Alternative to federal regulation. ; that billions, of dollars of life insurance li ale saad Baa 

Y Then, too, if the fire companies were funds were invested. Avoid competition by having the facts 
al P : ; a: ‘ : 4 in advance. Get the new Little Gem. 

Chaos if Anti-Trust Laws held to be subject to the anti-trust The investigators devoted much at- $2.50 singly from National Underwriter. 








Are Held to Apply 


NEW YORK—Maneuvering the in- 
surance companies into the position 
where they will beseech Congress to 
enact federal regulatory legislation is 
the government’s strategy and is the 
only possible explanation of its prose- 
cution of the Southeastern Underwriters 
Association and its opposition to the LIFETI 
Bailey-Van Nuys bills, in the opinion 
of a number of insurance men who have 


followed this situation closely. 

Their reasoning runs along these 
lines: The government is not really in- 
terested in collecting fines, sending peo- 


































































































































































































































































ple to jail, and creating chaos in a major AMOUNT 
va : AMOUNT 
industry by forbidding the insurance 
business to do what is permissible in all $ 10,500 Ts 00 
states and compulsory in many. Despite 106de 10,000 
the contention that the insurance busi- ‘ 
ness is just like any other, the govern- 9500 — 
ment people are smart enough to know onus 
that it is not and that there must be ror or re re 
regulation or else chaotic conditions that 8500 oe ) emo 
could be disastrous for policyholders as 2 a a | 
well as for companies. The advantage - rrr? i | 
would lie with the strong insurers able 7500 70 | 
to afford the best managerial talent and | | aaa 
having the most ample resources, while asec 
the big buyer would have a decided 6500 : 6500 | 
advantage over the smaller purchaser ; | { 
of insurance, both in being able to bar- — T - | 
gain effectively for cheaper rates and in 5500 ssoo | 
getting sound information on which in- RENEWAL COMMISSIONS 
surers were in the best position to 5900 IW = 
weather the competitive storm. in 4500 
Would Aid Big Business — 4000 
On its face, therefore, the govern- \\ 3500 
ment’s attitude in prosecuting the South- — € : | 
eastern Underwriters Association and 3000 ses aSae 3000 
ig the Bailey-Van Nuys bills is aa S PENSION —_ 
playing directly into the hands of big i : | 
business, both in and out of the ding 2000 aST, LEAL COMMISSIONS : 2000 | 
ance field—certainly a novel course for ‘ 
the present administration. Hence, the 1500 ‘ _ | 
only sound explanation is that the ad- 1000 ooo | 
ministration has no expectation that the : 
Sherman act, provided the Supreme 500 oT 
Court holds insurance to be commerce, 0 9 
will — pir through to its logical 123 4 S$ 6 7 8 9 0 N 12 13 14 18 16 17 18 19 20 2) 22 23 24 25 26 27 28 29 30 31 32 33:34 3S 36 7 3B 3 
conclusion of forcing insurance compan- 
ies to compete wile restriction rege patent than Bie 
matter of price. , Observe how income of a typical, active Mutual Life Field Underwriter rises steadily— 
I he government can only be betting aided by Service Fees and Efficiency Income—until his retirement pension starts. (Chart 
that, faced with chaos and baffled as to assumes $250,000 annual production to retirement age 65—no production thereafter.) 


which laws to follow, the insurance bus- 
iness will be begging Congress to set up 


regulatory machinery so that what can ( ¥ Efficiency Income up to $135 a month—in addition to 
no longer be done under state super- THE ’ FAVORS Commissions and Service Fees. 
vision because of the Sherman act can ‘ 4 ee 


still be accomplished in the only alter- The retirement income, now a part of this Lifetime 


native manner, namely through federal R R R R R Plan, starts between ages 60 and 70. 
regulation. CA EE UNDE W. ITE Sf! To seek a satisfactory volume of quality business, at a 








One man who h n following the : ; : 
aun closely pile a goal non Saas: . reasonable cost, from a corps of well paid, full time career 
ment’s proposal to apply the anti-trust /ithout added cost to policyholders, this Mutual Lifetime underwriters is the announced policy of The Mutual Life. 
laws to insurance is like curing a head- Plan provides increased compensation to the efficient Field The announcement of this nota- 
_ ”" cutting off vag! saggpooe — Underwriter who remains with the Company. ble step toward this goal in the OUR 100TH 
1e government has emphasize . Cc ate te / Svers: 
rather than minimized the importance The Plan features two new sources of income: Service nt “aCe manna eae tease AMINVERSARS 
Year is a source of great satis- YEAR 





f a) os 2 

of the insurance business, it must have pees and Efficiency Income. A two per cent Service Fee is 

something in mind other than killing it 3 ° : 

off or crippling it. paid annually on premiums after the 10th policy year so 
The history of every investigation of long as the underwriter remains with the Company, con- 

fire insurance, and there have been at  tinues to produce and renders satisfactory service to old 

least a dozen, is that no matter what policyholders. 

views the investigators started out with 

they wound up with the conclusion that Efficiency Income, which is based on quality perform- 


tating organizations and regulation are ance, starts in the 5th contract year. The above chart 
oe to ny age — of the bie shows that with $250,000 new business each year, and with 

Ss . ° 
a ee eee Oe ee reasonable assumptions on persistency and mortality, the 


insuring public. ; : : ; 
While there appears to be little room good underwriter producing juality business can build his 


for speculation as to whether or not the 


faction. 
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IN U. S. WAR SERVICE 
Capt. William A. Dawson, Jr., for- 
merly special agent in the Stamm 
agency in Milwaukee of Northwestern 
Mutual Life, has been promoted to 
major. He is now in New Caledonia. 

S. Alberta Stutzman, head of the 
women’s department and advertising 
manager of the George E. Lackey 
agency of Massachusetts Mutual Life in 
Detroit, has resigned to join the wom- 
en’s division of the marine corps. She 
will leave shortly for officers’ candidate 
school at New River, N. C. She has also 
resigned as president of the Women’s 
Advertising Club of Detroit. 

Leonard C. Egan, assistant manager 
at Lincoln, Neb., of John Hancock Mu- 
tual Life, has passed his physical exami- 
nation and will shortly be inducted into 
the navy. 

Lieut. Ralph Peters, Penn Mutual 
Life agent at Spokane, is a prisoner of 
war in Germany. An army air corps 
pilot stationed in England, he had been 
reported “missing in action” after fail- 
ing to return from the raid over 
Schweinfurt Oct. 14, when 60 Ameri- 
can bombers were lost. Overseas since 
luly, he had been on 11 missions and 
had received an air medal. 

Lieut. Col. Craigie Krayenbuhl, for- 
vice-president of Commonwealth 





ner 
Mey 


Life, who has been an instructor in 
O. C. S. in Australia for some time, has 
been transferred to New Guinea, where 
he is in charge of a field artillery bat- 
talion. His son, Lt. Craigie Krayen- 
buhl, is a pilot in the army air force at a 
New Guinea air base. 





Wash. Quarter Million Men Meet 


SEATTLE—A special program of 
studies on subjects growing out of war- 
time activities was presented at a meet- 
ing of the Quarter Million Dollar Round 
Table of the Washington Association of 
Life Underwriters. 

John M. Utter, Equitable Life of Iowa, 
Seattle, was chairman. Speakers were 
Royal D. Smalley and Sanford Bern- 
baum, both of Penn Mutual Life, on 
business insurance; Clarence Hagstrom, 
Massachusetts Mutual Life, “Hedge or 
Deflation Insurance,” and Henry H. Jud- 
son, vice-president Seattle Trust & Sav- 
ings Bank. 





Jan. 14 Hearing on Smith Case 

Circuit Judge LaBuy has set Jan. 14 
for hearing the Graeme Smith injunction 
suit against the Illinois insurance depart- 
ment. The attorney-general will amend 
the state’s motion to dismiss the tem- 
porary injunction which Mr. Smith, Chi- 
cago, secured in the litigation over a 
delay in renewing Mr. Smith’s broker’s 
license. 





_ 
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TO THE MEN IN THE FIELD 
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field. 


standing. 


quality volume." 


IN COMPLETE ACCORD 


With increasing frequency we are being asked the rea- 
son for the high morale of Commonwealth men in the 


The answer is quite simple. It's merely that Common- 
wealth management and Commonwealth fieldmen 
work together with complete frankness and full under- 


A typical example of complete Commonwealth co- 
ordination was seen last week when the regular semi- 
annual meeting of the company's Agency Advisory 
Committee was held at the home office. 

As on previous occasions this meeting furnished a 
sharply focused picture of field force and manage- 
ment working together in complete accord. 
Commonwealth's successful system of counseling with 
its field force through the Agency Advisory Com- 
mittee is representative of the spirit which character- 
izes this company “where quality men are building 








‘ MORTON BOYD, PRESIDENT 








WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 


—— HOME OFFICE LOUISVILLE’ a alata ale 














Julius Selling 
Makes Unusual 


Record in 2 Years 


NEW YORK—Though the Julius 
Selling agency of State Mutual Life is 
only two years old, it has made a re- 
markable production record. At the close 
of October, it ranked 6th in paid for 
business among all agencies of the com- 
pany for the month and for the year to 
Nov. 1 was in 9th place. The agency 
writes no pension trust business. 

Within a year’s time after becoming 
general agent, Mr. Selling built an 
agency organization of 30 full time men 
who produced enough business to bring 
it from 32nd to 17th place in paid for 
business at the close of 1942. At this 
time last year, the agency was in 19th 
place. The war took about one-third of 
the agency force and Mr. Selling now 
has about 18 full time men. Foreseeing 
the consequences of this loss in man- 
power, Mr. Selling undertook to build 
up a brokerage business and he has 
succeeded in making contacts with a 
number of old, well established brokers. 

The secret of Mr. Selling’s success 
seems to be that he is close to his agents 
and brokers and is willing to lend a 
helping hand whenever it is needed. He 
is alert to business conditions and 
adapts himself to the demands of the 
current situation. He is a hard worker. 

One of the reasons for the rapid in- 
crease in business is the development of 
brokerage connections. Mr. Selling keeps 
in touch with brokers by means of an 
agency paper, “Selling Hints from Sell- 
ing.” His efficient brokerage service has 
caused a number of brokers to attend the 
regular educational and _ inspirational 
meetings he holds for his fulltime men. 

Mr. Selling says he has little time left 
for family life any more because so much 
of his time after office hours is spent in 
working with his men and study. On 
week ends he devotes considerable time 
to study as well. Sunday mornings he 
has a so-called “Sunday talk” by tele- 
phone with his “Julius Selling agency 
family” and brokers close to the agency, 
discussing any problems which may have 
arisen and adding a further personal 
touch to the close personal relations he 
maintains with his men. 

Following the close of the company’s 
president’s campaign earlier in the year, 
Stephen Ireland, vice-president, paid 
tribute to Mr. Selling’s ability as an or- 
ganizer, to his judgment in selecting his 
associates and to his qualities of leader- 
ship. 

In addition to producing an unusual 
volume of business for a young agency, 
the business has been of the finest qual- 
ity and shows an excellent persistency. 
Before coming to this country in 1935, 
Mr. Selling studied the insurance busi- 
ness in England and France. Prior to 
leaving Germany in 1933, he owned the 
largest insurance brokerage firm in 
southern Germany. 

Fred M. Selling, a son of Julius Sell- 
ing, who recently entered the army, has 
been promoted to private, first class, and 
awarded a marksmanship medal. Before 
joining his father’s agency, he was as- 
sistant manager of the marine depart- 
ment of American Foreign Insurance 
Association. He is stationed at Camp 
Rucker, Ala. 

Mr. and Mrs. Selling recently became 
United States citizens when they re- 
ceived their final citizenship papers. Mr. 
Selling received numerous congratula- 
tory messages on this occasion includ- 
ing two from Chandler Bullock, chair- 
man, and G. A. White, president of 
State Mutual. 


Harold C. Pennicke, comptroller of 
Massachusetts Protective, addressed the 
Worcester County chapter of the Na- 
tional Office Management Association 
on “Office Organization and Training 
Program—Training of Supervisors and 
Employes.” He has served as director, 


treasurer, vice-president and secretary of 
the national association. 
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Annual Host 





W. M. Houze, Chicago general agent 
for John Hancock Mutual, was host to 
a group of about 125, including agents 
and members of his office organization, 
brokers, insurance organization repre- 
sentatives and personal friends not in the 
life insurance business Tuesday evening. 
This is an annual event and this year’s 
gathering marked Mr. Houze’s 40th an- 
niversary in the service of John Han- 
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W. M. HOUZE 


cock and his 59th birthday anniversary. 
Most of the speakers got tangled up 
with these figures and by the end of the 
evening the statistics were badly garbled 
but Mr. Houze was still the hero. 

The Houze agency has had a magnifi- 
cent year and its 1943 sales will come 
close to the $25,000,000 mark. 

James M. Clark, John Hancock gen- 
eral agent at Peoria, who for many 
years was a member of the Houze 
agency, was toastmaster. He read a 
message from President Guy W. Cox. 
Frank Keefe, head of the underwriting 
department at the home office, who has 
attended a number of these birthday 
parties, spoke in appreciation of the host, 
as did Ralph H. Kastner, general coun- 
sel American Life Convention; Lee 
Parker, president American Service Bu 
reau; William T. Cline, a partner in the 
Conkling, Price & Webb agency and a 
star John Hancock producer; L. W. 
Zonzius, another C.P.&W. partner; B. J. 
Stumm, general agent at Aurora for 
Northwestern Mutual Life; Manager 
Perry of the Retail Credit Company; 
Milton Goldstandt, a big producer in 
the Houze agency; Arthur Rogers, man 
ager of the Chicago group office of John 
Hancock; Sam Kenison, regional super 
visor of the district offices at Chicago: 
C. M. Cartwright, THE NATIONAL UnpER- 
WRITER. 

Mr. Houze’s two daughters and their 
husbands and his son, W. M. Houze. 
Jr., manager of the brokerage depart- 
ment of the agency, and Mrs. Houze, 
Jr., took a bow. Another home office 
man at the dinner was John Sjoberg of 
the agency department. 





A. G. Borden to Speak 


A. G. Borden, second vice-president 
Equitable Society, will be the principa! 
speaker for the evening meeting of the 
Christmas educational conference of the 
Traylor Indiana agency of Equitable 
Dec. 17 in Indianapolis. 

Mr. Borden, who is entering his 50th 
year of service with the company, has 
served with the agency department dur- 
ing his entire insurance career. 

At the luncheon meeting the speakers 
will be Hilbert Rust, R. & R. Service, 
and L. C. Woods, Jr., manager of the 
E. A. Woods agency of the Equitable at 
Pittsburgh. Fitzhugh Traylor, manager 
of the Indiana agency, will be host for 
the meeting. 
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Equitable Seciate 
Has New Plan 
for Farm Loans 


NEW YORK—Farmers are taking 
advantage of the good prices and de- 
mand for farm products to pay off their 
farm indebtedness at an unprecedented 
rate. Farm mortgage investments of 
Equitable Society, one of the leading 
companies in the field, were paid off in 
1943 at a rate of better than 20%, com- 
pared with a normal rate of 4% or 5%, 
The company’s total farm mortgages 
outstanding are only about one-third of 
what they were in the 1930-31 peak year. 
The company is actively making new 
farm loans and the volume of new loans 
this year is the largest in the past seven 
or eight years. 

Equitable Society is announcing a new 
approved mortgage plan operating 
through local banks by which it expects 
to increase its farm mortgage invest- 
ments. The plan has been devised to 
appeal both to the farmer and the bank 
and provide a sound long term invest- 
ment for the company. The farmer ob- 
tains the kind of a loan he needs at 4% 
interest for a term up to 40 years. He 
is privileged to pay off any amount at 
any time. Under the society's prepay- 
ment reserve plan he is permitted to lay 
away funds at full interest saving to 
pay interest and principal instalments in 
hard times or when crops and livestock 
are not ready to sell. No application, 
closing, or appraisal fees are charged. 

While the farmer is buying war bonds, 
he still has lots of money with no place 
to invest it and nothing to spend it on, 
so he is paying off his indebtedness and 
buying additional land. The general 
situation is viewed as healthy up to the 
present because there is no large scale 
speculation and there hasn’t been second 
mortgage financing. Land values are 
expected to be good for several vears. 
While farm prices in general have re- 
mained relatively stable, there is a 
tendency in the middle west and east 
after institutional holdings are off the 
market, particularly near the larger 
cities, for prices to go up rapidly. If 
some sort of a farm subsidy program 
is approved, it is likely to stimulate 
tarn) prices. 





Bank Uses Own Money 


Under the Equitable approved mort- 
gage plan, the bank uses its own money 
in making the loan the first two years. 
The company makes a commitment to 
purchase the loan at the end of the sec- 
ond year, or earlier at the bank’s option. 
The bank may assign the loan earlier 
and receive 1/16th of 1% premium for 
each unexpired month remaining. 
_The bank takes the farmer’s applica- 
tion tor a 5 year 4% loan and requests 
the company to designate it as an 
“approved mortgage.” The company 
appraises the farm, approves the loan, 
and enters into an agreement with the 
farmer modifying the payments and ex- 
tending the term in accordance with one 
of its standard lone term plans, either 
10-15 years straight or 20-40 years 
amortized.. The farmer receives the 
executed extension agreement from the 
‘ompany when the bank closes its 5 year 
loan. 

An attorney is approved by the bank 
when the company approves the loan. 
It pays the attorney's fee, but is reim- 
bursed when the loan is assigned to the 
company and is responsible for collec- 
tion of the interest maturing during its 
ownership of the mortgage and for sce 
ing that taxes are paid. 


Mechanics Are Set Forth 


When the bank completes the loan, it 
holds the farmer’s 5 year note and 
mortgage and the company’s agreement 
to purchase the loan at the end of two 
years or earlier. The farmer has the 
extension agreement executed by him- 
self and the company. The company 
las the hank’s agreement to sell and 
assign the note and mortgage at the 
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end of 2 years and has siiiadaad itself 
by appraising the farm before the bank 
made the loan. The bank solicits loan 
applications for its own account or on a 
commission basis for the company or 
other lenders. 

In September, 1941, Equitable Society 
informed its farmer borrowers it would 
accept any amount of payment at any 
time. In December, 1942, it made its 
prepayment reserve plan available. These 
procedures have worked out most satis- 
factorily. The company has published 
in booklet form a series of ten adver- 
tisements published in newspapers titled 
“What to look for in a farm loan,” de- 
scribing its facilities for making such 
loans. 


E. J. McCormack in SWPC Post 
MEM PHIS—Edward J. McCormack, 


who has been appointed assistant deputy 
director of field operations of the Smaller 
War Plant Corporation at W ashington, 
is a former home office executive of 
Columbian Mutual of Memphis. He was 
with the federal bureau of old age bene- 
fits at one time. He served earlier as 
Memphis general agent of Minnesota 
Mutual Life and later was home office 
general agent of Commonwealth Life. 
He is a brother of Commissioner Mc- 
Cormack of Tennessee. 


Cina iecoidnae Chee 
Report of Stewardship 


Assets of the old Missouri State Life, 
which totaled $63,948,979 when it was 
taken over in 1933 by General American 
Life, have increased in 10 years to ap- 
proximately $100,000,000, according to a 
brochure issued by General American 
giving an account of its stewardship. 
In that time $87,467,200 has been paid 
living policyholders and $73,896,405 to 
beneficiaries. More than $7,000,000 bor- 
rowed by Missouri State has been re- 
paid. 

There were 519,217 policyholders in 
Missouri State Life in 1933. General 
American agreed to permit them to con- 
tinue their insurance in the new com- 
pany at the full face value subject to a 
50% interest bearing lien on the reserve 
value of the contracts. The lien was to 
be waived in case of death within 15 


years. The policy liens initially totaled 
$32,475,858. 
Lien reductions in 1934, 1936, 1937 


and 1940 and by other means has re- 
duced the total of liens by $8,109,665, or 
$53 for each $100 of original lien. The 
next lien reduction is Dec. 31, 1943, and 
the brochure states this will bring the 
aggregate to at least $76 for each $100 
of lien. 


_ 
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Evans Supervising Adjuster 
of Travelers in Chicago 


Robert B. Evans, adjuster in the Chi- 
cago branch claim office of the Travelers 
companies for over 20 years, has been 
appointed tes eo adjuster there. He 
succeeds L. M. Sterling, who went to 
the Siciacsend New York City branch 
ot Travelers six weeks ago as manager 
of liability claims. 


B. B. Hanselman, investigator in th: 
Chicago branch for over eight years, 
nost of the time on personal injury 


claims, has been named adjuster. He 
is graduate of Northwestern University 
and John Marshall law school, and a 
member of the Illinois bar. 

Mr. Evans has just returned irom the 
home office, where he spent a week 
familiarizing himself with his new duties. 


Gilbert Stephenson Talks 


Gilbert T. Stephenson, director trust 
research department, graduate school of 
banking American Bankers Association, 
addressed a dinner meeting Thursday 
of the Pittsburgh Life Insurance & 
Trust Council on “Life Insurance and 
Trust Service Under Present Day Con- 
ditions.” The presidents of all of the 
Pittsburgh banks were invited to attend. 
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A business woman has plenty to occupy her 
financial 
This woman 


without worrving cver her own 
and her livelihocd in years to come. 


asked a Great-West Life man to suggest 
make her independent. 
deposits a small part of her income each month 
She lives on the rest. 
She wil have an assured income when she reaches 


which would 


with the Great-West Life. 


retirement age. 


4s shown in this example of the Company’s adver- 
tising, copy this year features the Great-West Life 
man. He is shown as one well qualified to provide 
the protection which assures both Freedom from 


Want and Freedom from Fear. 


" OREAT- WEST LIFE 


ASSURANCE COMPANY 
Head Office—Winnipeg 


Business in Force over $740,000,000 
GROUP 


ACCIDENT & HEALTH 


HE POINTED THE WAY TO 
FREEDOM FROM WANT 






mini 
affairs 


a plan 
She now 


| 


INSURANCE 











FeNATIONAL UNDERWRITER 





December 17, 1943 








lnm s Attitude on Wagner 
Bill: A. & H. Protection Analyzed 





The attitude of insurance men on the 
Wagner-Murray-Dingell social security 
bill and the extent of accident and 
health insurance protection afforded by 
private insurance are analyzed by 
Katharine G. Clark in the lead article 
in the current issue of “Medical 
Care,” Baltimore. 

In her conclusion Miss Clark holds 
that “private insurance reaches only a 
small percentage of the population and 
offers only limited protection. This 
protection is confined to cash benefits 
to the policyholder and, except for a 
few small classes of policies, does not 
include dependents. The costs of medi- 
cal care are hardly touched, and insur- 
ance is largely against wage loss in the 
event of temporary disability. Group 
insurance, which gives the best type of 
coverage, cannot meet the problems of 
many classes of working people, and 
eyen in respect to employes working in 
industrial groups, does not allow for 
changes in place of work. Because the 
amount of the premium is varied ac- 
cording to the expected rate of claims 
within each group, such insurance is 


most expensive for those whose need is 
greatest. Whereas the life insurance 
companies whose business is. only 
secondarily concerned with accident and 
health insurance assume a liberal atti- 
tude towards social security. a number 
of insurance companies whose business 
is mainly in the field of health insur- 
ance and cash disabilty benefits are 
supporting an active camnaign against 
government action in that field.” 


Cites Conrod Report 


The report prepared for the Health 
& Accident Underwriters Conference 
by Stuart F. Conrod, actuary Loyal 


Protective Life, in 1941 was used as a 
basis for her analysis by Miss Clark. 
It estimated that there were 30,354,969 
accident and health policies in force not 
including 11,000,000 Blue Cross hospital 
plan policies now in __ force. The 
commercial, non-cancellable and limited 
business which represents 41% of all 
policies “serve chiefly a fraction of the 
people among the  upper-income 
groups,” she said, emphasizing that her 
main concern is the wage-earner class 





YOU... 


itate delivery of policies. 


hard to get. 


help you at all times." 





THE AGENT IN THE FIELD... 
ARE THE NUMBER ONE MAN 


at Central Life's home office. 
We operate on the principle 
that our success depends upon 
the field man's success and all 
our thoughts and actions are 
keyed on aiding our agents to 
get new business and to facil- 


This is no idle theory be- 
cause our officials from the top 
down are officials in name only. 
Actually they are still field men 
just as you are, always aware 
of the problems you face 
whether business is good or 


With our wide variety of policies, designed to get 
prospects interested in greater protection at lower cost, 
you have an effective sales kit to meet every prospect's 
need. You'll find our preferred risk form especially 
profitable at the present time when people need more 
protection in face of higher living costs. 


At Central Life the only "yes men” are the officials who 
serve you with "Yes, Mr. Agent, we're on the job, ready to 
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CENTRAL LIFE 


Insurance Company 


of Illinois 
W. Wacker Drive, Chicago 


Alfred MacArthur, President 











monthly and 
representing 
group poli- 


which is protected by 
weekly premium policies 
18% of the total and by 
cies accounting for 40.8%. 


Compensates for Wage Loss 


Emphasizing that all benefits are in 
cash rather than service, she concludes 
that private insurance primarily at- 
tempts to compensate for wage loss, 
rather than for the expense of medical 


care. In her opinion another impor- 
tant limitation is that no coverage is 
available for dependents except in 
group hospitalization and surgical fee 
policies. 

Coverage for permanent total dis- 
ability is limited, she points out. 


“Private health and accident insurance 
is primarily devoted to coverage for 
temporary disability, and is character- 
ized by the variety and number of re- 
stricted policies.” 

Recognizes Value of Group 

Favorable recognition is given group 
insurance by Miss Clark, although she 
objects to the loss of coverage in event 
the employe changes his place of work. 
Benefits are of short duration, she 
holds, and as each group must be self- 
supporting and special risks cannot be 
merged in a general distribution as in 
the wide population coverage of social 
insurance. 

Miss Clark estimates that physicians’ 
services and _ hospitalization expendi- 
tures amount to $2,500,000,000 a year 
while the wage loss is about one bil- 
lion. In 1941, accordin~ to the Conrod 
report, accident and health benefits to- 
taled $160,000,000 or less than 5% of 
the $3,500,000,000 medical and wage 
loss. 


Cost Figures Cited 


“There is an average return of 50 
cents on the premium dollar for the ac- 
cident and health field as a whole. This 
does not seem like a very efficient in- 
vestment. The Social Security Board 
estimates a 90% return on the dollar 
for nationally administered insurance,” 
she states. Benefits under individual 
industrial insurance in 1941 ranged from 
21 to 37% of the premium dollar while 
group averaged about 75%, according 
to Miss Clark. 


Smaller A. & H. Companies Opposed 


After quoting statements by Presi- 
dent Leroy A. Lincoln of Metropolitan 
Life and J. G. Parker, general manager 
Imperial Life of Canada, Miss Clark 
concludes that there is considerable dif- 


ference of opinion between life and 
casualty company officials. “Most of 
the objections of the life insurance 
company officials to date are voiced 
against the specific provisions or the 
timeliness of the various proposed 
amendments rather than against the 


philosophy of social insurance as such. 
Group insurance comprises only a small 
part of the aggregate business of the 
large life insurance companies, and 
their spokesmen do not wish to appear 
before the pu’dlic in the role of ‘selfish 
interests.’ Ou the other hand, certain 
smaller companies and those whose 
business is largely made up of health 
and accident insurance, have been ve- 
hemently opposed to any such legisla- 
tion as the Wagner bill.” 


Brand Talk Cited 


The militant talk of E. J. Brand, 
Federal Life, before the Health & Ac- 
cideyt Underwriters Conference, in 
which he expressed opposition to fed- 
eral insurance, is quoted as well as the 
statement of objectives of the Insur- 
ance Economics Society. 

Miss Clark commends the “construc- 
tive proposals” of Harold R. Gordon, 
managing director of the Insurance 
Economics Society and executive secre- 
tary of the Health & Accident Under- 
writers Conference, who suggested a 
social security program be drafted 
private 

Hammer, 
urged that 
an effective 


which can be underwritten by 
insurance, 

Commercial 
private 
private 


and Wesley T. 
Casualty, who 
insurance devise 
insurance plan. 


Canweaites Dates 


Jan. 11-12, National Association of Ac- 
cident & Health Underwriters, winter 





meeting, Des Moines, Hotel Fort Des 
Moines. 

April 19-21, Insurance Accounting & 
Statistical Association, Omaha, Hotel 
Fontenelle. 

May 5, Ohio State Life Underwriters 


Association, Columbus. 

May 16-18, Health & Accident Under- 
writers Conference, Chicago, Edgewater 
Beach Hotel. 

June 14-17, 
surance Commissioners, 
water Beach Hotel. 


National Association of In- 
Chicago, Edge- 








Plan Prosecution of Burial 
Societies Operating in Ia. 


DES MOINES—The Iowa executive 
council has authorized Commissioner 
Fischer to proceed with an investigation, 
looking toward possible prosecution of 
so-called ‘“‘pass-the-hat” burial societies. 

The council, in authorizing the inves- 
tigation, also empowered the com- 
missioner to employ Edward White, Jr., 
of Carroll, a former assistant attorney- 
general, as special counsel. Attorney- 
general Rankin told the council his staff 
was unable to handle the matter because 
of pressure of other business. 


Prosecution Pending Several Years 


Prosecution of burial or benevolent so- 
cieties has been pending in Iowa for 
three or four years. At one time, Com- 
missioner Fischer was successful in 
court action at Council Bluffs and the 
country attorney there through court ac- 
tion was able to force five of them out of 
business. 

Mr. Fischer contends the burial soci- 
eties are conducting insurance business 
without license and that they should be 
forced to come under the insurance laws 
or else cease operation. He sought legis- 
lation at the last session which would 
require them to qualify under the fra- 
ternal laws, but the bill failed to pass. 





Watts Warns of U. S. Maneuver 


R. D. Watts of Beckley, former presi- 
dent of the West Virginia Association 
of Insurance Agents, in an address be- 
fore the Charleston Life Underwriters 
Association, gave a comprehensive dis- 
cussion of the present insurance battle 
in Washington. He contended that a 
program of governmental action has 
been conceived which if successful will 
result “in a complete overturn in your 
business and mine and throw those of 
our fellow citizens engaged in fire in- 
surance rating out of work, or else re- 
sult in the federal government’s becom- 
ing their employer at the expense of the 
taxpayers.” 

“Could it have been the purpose to 
put across, by joint court and adminis- 
trative action, a new way of handling 
this business of ours while Congress 
was looking the other way and while 
all of us are doing our best to win the 
war?” he asked. 


Life Men on Health Committee 


Ted A. Sick, president of Security 
Mutual Life, W. W. Putney, president 
of Midwest life, and C. Petrus Peterson, 
general counsel of Bankers Life, have 
been drafted by the Lincoln city govern- 
ment to serve as members of a commit- 
tee of 14 to set up a city-county health 
unit under a new Nebraska law. 











Unusual Home Office 
Opportunity 


An aggressive well-established western 
company has opening as manager of 
policy issue and agents’ accounts de- 
partment. This is a permanent position 
offering a bright future. 

Knowledge of Home Office accounting 
and policy issue routine with some field 
experience preferred. Air mail informa- 
tion giving background and experience. 
Address T-59, The National Underwriter. 
175 W. Jackson Blvd., Chicago, Ml. 
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Give Final Answer to Many Questions 


(CONTINUED FROM PAGE 1) 





tion to the requirement that the payment 
of premiums on ordinary or whole life 
policies must be for the benefit of more 
than a small number of selected individ- 
uals but that it will give retroactive ap- 
plication to the requirement that the 
policies must be on the ordinary or 
whole life plan. Since the time that that 
article was published, there has been a 
rewriting on the ordinary or whole life 
plan of most of the investment type 
policies that had been previously issued. 

In the Oct. 22 edition it was stated 
that policies for one or a few employes 
will not be outlawed if they were con- 
summated before 3:56 p.m. eastern war 
time, Sept. 6, 1943. While not included 
in the mimeograph it may be stated that 
“consummated” means the policy must 
actually have been issued by the insur- 
ance company, not predated to date of 
application. That is, if the application 
is filed in July and the insurance is not 
issued until 30 minutes after 3:56 p.m. 
Sept. 6, the payment of the premium 
constitutes salary increase. 

Another question that has been recur- 
ring and which is now _ definitely 
answered is whether the employer may 
pay the premiums on existing life insur- 
ance fer employes. The answer is that 
this may not be done. 

The text of the mimeograph is given 
herewith: 

The type of insurance policy referred 
to in section 1002.8 of Treasury Decision 
5186 and section 1002.8 of Treasury De- 
cision 5295, which superseded Treasury 
Decision 5186, payment of the premiums 
upon which is restricted to 5% of the 
employes’ annual. salary, determined 
without the inclusion of insurance and 
pension benefits and without the inclu- 
sion of bonus and additional compensa- 
tion, is the ordinary or whole life insur- 
ance policy which does not provide for 
a cash surrender or loan value, or both, 
amounting to a large percentage of the 


premium paid. For example, premiums 
on endowment life insurance policies, 
single premium life insurance policies, 


fixed payment life insurance policies and 
other similar life insurance policies, will 
be considered salary. Payment of pre- 


miums by employers on behalf of their 
employes for term insurance policies, 
without any cash surrender or loan 


value, may be made in lieu of payment 
of ordinary or whole life insurance poli- 
cies. Any insurance policy having a 
loan or cash surrender value greater 
than the ordinary or whole life insur- 
ance policy will be deemed by this office 
to have a loan or cash surrender value 
amounting to a large percentage of the 
premiums paid. The payment of pre- 
miums on ordinary life insurance poli- 
cies under which the first few premiums 
are higher than the ordinary life poli- 
cies but in which the rate is reduced 
after the first few years to less than the 
ordinary life policies, will be considered 
to be in contravention of the act of Oct. 
2, 1942, as amended, even though the op- 
tion to use the reduced rate after the 
first few years is chosen, unless prior 
approval therefor has been granted. 


e * * 
Payment of premiums by an employer 
on behalf of any employe on an existing 


life insurance policy theretofore entered 
into between the employe and an insur- 


ance company, constitutes a salary in- 
crease in contravention of the act of 
Oct. 2, 1942, as amended, unless prior 


approval is granted. In the case of pay- 
ment of premiums on new insurance, it 
is immaterial for salary stabilization 
purposes whether the employer or the 
employe makes out the application for 
the policy. 

The payment by an employer of pre- 
miums on deferred annuity policies or 
retirement income policies for employes, 
Without prior approval therefor, consti- 
tutes a salary increase in contravention 
of the act of Oct. 2, 1942, as amended, 
unless such payment is made under a 
trust or plan which meets the exemption 
requirements of section 165 (a) of the 
interna] revenue code. 


s * * 


This office holds that an employer may 
not pay premiums upon life insurance 
Policies for the benefit of a small group 
of selected employes without prior ap- 
proval therefor. The number of employes 
for whom premiums on life insurance 


policies may be paid is determined by 
the nature of the business and the total 
number employed. While the number 


need not include all the employes in the 
business, it must include all the employes 
in the department in which any person 
to be insured is working. Furthermore, 
this office will not approve the payment 
of premiums on life insurance policies 
for groups of employes selected on the 
basis of length of service or the amount 
of compensation received, or both, except 
that employes may be excluded who have 
been in the employ of the company less 
than one year. The exclusion from a 
group of employes otherwise qualified 
under this paragraph of employes ascer- 
tained to be uninsurable will not be 
deemed to be in contravention of the act 
of Oct. 2, 1942, as amended. Payments 
of premiums by an employer on deferred 
annuity policies or retirement income in- 
surance policies in the case of uninsur- 
able employes, where death benefits are 
limited to the premiums paid, are re- 
garded as salary increases in contraven- 
tion of the act of Oct. 2, 1942, as amended, 
unless prior approval therefor is ob- 
tained. 
* m: * 

With respect to persons who are unin- 
surable, for whom permission is re- 
quested to pay premiums upon annuity 
policies or retirement income policies, 
application should be made to the re- 


gional head of the salary stabilization 
unit, setting forth information showing 
the names of the employes for whom the 
premiums are to be paid, the total num- 
ber of employes, the number of employes 
desired to be insured, the total number 
of employes under the jurisdiction of this 
office included in the plan, and the total 
number of employes under the jurisdic- 
tion of this office excluded from the plan, 
and the salaries of employes for whom 
it is proposed to pay premiums upon 
annuity policies or retirement insurance 
policies. 
* 


Group hospitalization and surgical in- 
surance policies which provide for the 
payment of hospital fees and surgical 
fees in the case of hospital confinement 
of employes, are considered to be health 
insurance within the purview of section 
1002.8, and premiums thereon may be 
paid by an employer for.the benefit of 
his employes. Premiums paid by em- 
ployers on group hospitalization insur- 
ance or group health and accident insur- 
ance for hospitalization and medical care 
of their employes, even though a portion 
thereof may be allocated for the pur- 
chase of such insurance for persons 
dependent upon the employes, do not con- 


stitute salary increases in contraven- 
tion of the act of Oct. 2, 1942, as 
amended. The payment of premiums 


upon individual health, accident or hos- 
pitalization insurance by an employer for 
the benefit of an employe, will be 
deemed to be a salary increase in contra- 
vention of the act of Oct. 2, 1942, as 
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amended, unless prior approval therefor 
is obtained. 

This office does not intend to give ret- 
roactive application to the requirement 
of section 1002.8 of Treasury Decision 
5295 that the payment of insurance pre- 
miums on ordinary or whole life insur- 
ance policies must be for the benefit 
of more than a small number of selected 
individuals. 

Applications for approval of the pay 
ment of premiums on life insurance poli- 
eies will be considered only under the 
following circumstances: 

(a) The complete facts relative to the 
transaction, together with a copy of each 
contract or other document necessary to 
present the question, must be given. 

(b) The names of all the real parties 
interested must be stated, regardless of 
who presents the question, whether an 
interested party, attorney, accountant or 
other representative. 

(c) The request must be signed by the 
employer or employe, or in case either 
is represented by an attorney or agent 


the request must be accompanied by 
properly executed power of attorney. 
Correspondence in regard to. this 


mimeograph should refer to its number 


and the symbols SSU:ADB. 


Conn. General Special Dividend 

Connecticut General Life has declared 
a special dividend to stockholders of 20 
cents a share, along with the regular 
quarterly dividend of 25 cents, both pay- 
able Jan. 3. Total payments for fhe year 
are $1.20. 





Tonic 
for 





Sales Curves 


Lincoln Life men have learned through ex- 
perience that regular use of their Company’s 
Direct Mail plan increases production. Pithy, 
attention-getting letters on all the Company’s 
popular plans, designed to fit various follow- 


THE LINCOLN 
INSURANCE 


Fort Wayne 





Geared To Help Its Fieldmen 





up situations, are available to LNL field men 
without cost. These letters, individually typed 
and personally signed, increase the Lincoln 


National man’s ratio of sales per call. 


NATIONAL LIFE 
COMPANY 


Indiana 
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Exceptional Case Accents Honesty 


The arrest the other day of a New 
York City agent who admitted having 
pocketed some $220,000 in policy loans 
and surrender values on clients’ policies 
which he applied for without the policy- 
holders’ knowledge serves to call atten- 
tion to the extreme rarity of this sort 
of thing among life insurance agents, 
despite the ease with which it can be 
accomplished. 

It is hardly complimentary to point 
out that a man is honest, as that is the 


least that one expects of him, but it is 
nevertheless interesting, in view of the 
normal frailties of human nature which 
make business for the bonding compa- 
nies, that the ratio of actual dishonesty 
to what might be expected is so very 
low in the life insurance field. 

Agents handle numerous policies and 
have complete access to all the 
information necessary to deceive their 
clients, yet instances are so rare that 
any such incident is noteworthy. 


many 


Value of Walkie-Talkie Method 


Those who heard Vice-president A. W. 
Page of American Telephone & Tele- 
graph Co. in his address before the As- 
sociation of Life Insurance Presidents 
in New York City could not but appre- 
ciate his knowledge of public psychol- 
ogy. His long training in different lines 
of endeavor and his work of eliciting 
the interest of the people in his organi- 
zation gives him an acute sense of divin- 
ing public opinion. 

For many years he has been deeply 
concerned with the problems of human 
interest and therefore his point of view 
as to public relations is not purely aca- 
demic but perfectly practical. For ex- 
ample, in speaking of the insurance bus- 
iness he advocated what he called the 
“walkie-talkie” method. By that he 
meant that more cultivation could be 
made by insurance people themselves 
than by any other means in creating 
interest in what they were doing. He 
believes that the initial move of the in- 
surance industry up and down the line 
in its public relations program should 
be to educate its own people as to the 
fundamentals of the business, its con- 
tribution to society and its importance in 
business, commercial and personal ac- 
tivities. 

He thinks that the people at large 
would oppose federal regulation of in- 
surance if they were acquainted with 
what it would bring about and what it 
would destroy. Mr. Page does not dis- 
trust the public if it is given the facts. 
Business, he avers, should go along with 
the public but the public should be in- 
formed and enlightened. 


Take a clerk in an insurance office. 
His or her friends may inquire in what 
line of work he or she is engaged. If the 


reply is “I’m in an insurance office,” 


the rejoinder very likely will be “Oh, 
you are in the insurance racket” or 
“You are in the insurance game.” The 


clerk does not possess sufficient informa- 
tion to combat this slur. Therefore, the 


clerk keeps silent. The opportunity was 
present for the clerk to do some mis- 
sionary work but the education of the 
clerks themselves had been overlooked 
and insurance did not appreciate the 
great value of a personnel interested in 
its own business and having sufficient 
information to defend it against such in- 
sinuations. 

Mr. Page stated that some one in the 
insurance business knows every one in 
the United States. Now if every one in 
the insurance business knows what his 
business is about, believes in it, knows 
how to tell other people about it and 
wants to tell them, it would seem that the 
public could hardly escape being informed 
on this subject. Much of the opposition 
is purely imaginative, coming from sus- 
picious people. The wayfarer does not 
know what is going on in insurance 
offices. He concludes that officials are 
paid enormous salaries and that insur- 
ance is a business whose operations are 
conducted behind closed doors. 

The “walkie-talkie” method of edu- 
cation constitutes a direct method of 
education through the public ear. If the 
story people are told seems to them 
logical, sound and good, they will listen 
to it have faith in it. 

As Mr. Page pointed out, there is no 
reason whatever why the public should 
not become acquainted with a number 
of interesting insurance features that 
today are more or less kept in the back- 
ground. Mr. Page doubted, however, if 
the telling can be done effectively ex- 
cept by making the maximum use of 
every one in the business. To quote him: 
“That means creating in them a faith, a 
confidence and pride in their profession, 
constantly renewing it and providing 
them with ideas, imagination and help 
in their task of transmitting their knowl- 
edge to the public.” 

Mr. Page is very much convinced 
that the “walkie-talkie” plan of getting 
to the people is far more effective than 


any other medium. People will listen 


to another one if he has something 
worth while to say. 
It would seem that Mr. Page has 


given a suggestion to insurance that is 
certainly well worth while. In fact, this 
plan of attack was emphasized by Edi- 


tor J. C. O'Connor of the “Fire, Casualty 
& Surety Bulletins’ of THE NationaL 
UNDERWRITER at the meeting of the In- 
surance Advertising Conference in New 
York City some weeks ago. As Mr. 
O'Connor put it, this is the first big job 
that insurance should undertake. 








PERSONAL SIDE OF THE BUSINESS 





Before retiring from office Gov. Keen 
Johnson of Kentucky commissioned 
Dwight R. Peel of Benton an aide-de- 
camp with the rank and grade of colonel. 
The presentation was made in the ex- 
ecutive offices at Frankfort. Mr. Peel 
has served as supervisor of fire preven- 
tion and rates and assistant director of 
the division of insurance of Kentucky for 
the past two years. 


Lt. Col. R. H. Wienecke, former Chi- 
cago supervisor connected with Union 
Central and Mutual Trust Life, who 
was chief of supply services for para- 
troopers in the Sicilian invasion and 
with another officer successfuly engi- 
neered a two-man invasion of two small 
islands near Sicily and took 1,027 pris- 
oners and took relief to over 5,000 civil- 
ians, returned to Chicago last week to 
visit his wife and two young daughters 
who live in nearby Glencoe, Ill. He is 
on a mission to W ashington. Col. 
Wienecke was sent to Africa last 
spring. He entered service about two 
years ago as a captain. 

T. A. Proctor and E. H. Bachschmid 
of the Washington, D. C. agency of 
Jefferson Standard Life, have each 
passed the $1,000,000 mark in paid busi- 


ness this year. Mr. Proctor started in 
life insurance work with Jefferson 
Standard in 1933. Mr. Bachschmid, 


prior to joining the company in 1939, 
was in the general insurance business. 

J. F. Lawton, associate general agent 
of Connecticut Mutual Life in Detroit, 
song writer and gridiron veteran, spoke 
on “Forty Years of Football,” at the 
football banquet of the Hamtramck high 
school. He wrote the lyrics of the Uni- 
versity of Michigan’s “Varsity” and the 
University of Detroit’s “Dear Old U. of 
DD.” 

M. J. Cleary, president of Northwest- 
ern Mutual Life and a regent of the 
University of Wisconsin, was a member 
of the Wisconsin delegation attending 
the launching ceremonies of the new 
50,000 ton battleship ‘““Wisconsin” at the 
Philadelphia navy yard. John A. Stev- 
enson, president of Penn Mutual Life, 
vice-president of the Navy League and 
a graduate and former instructor at the 
University of Wisconsin, also was a 
guest of the navy at the launching. 

Stephen G. Matyas, general agent of 
Ohio State Life in Hazleton, Pa., who 
has been with the company 15 years, has 
qualified for membership in the Honor 
Club every year. He also has written at 
least one application every week in that 
period. 

Lieut. Col. Reese F. Hill, who is in 
charge of the Army insurance division 
at Washington, has now been promoted 
to a colonelcy. He received the promo- 
tion on his 35th birthtdy. Colonel Hill 
who was in the reserve, entered active 
service as a lieutenant and shortly there- 
after was assigned to handle insurance 
problems that were beginning to arise. 


He had been with Fidelity & Casualty 
in Washington. He has developed the 
insurance division into a major unit. 

Head office members of Fidelity Mu- 
tual Life’s 25-Year Club, 46 officers and 
employes, were dinner guests of Presi- 
dent E. A. Roberts on the 15th anni- 
versary of the founding of the club. 

G. A. L’Estrange, vice-president and 
agency director of Wisconsin National 
Life, Oshkosh, Wis., has been elected 
president of the Oshkosh Apostolate, 
Catholic social service organization. 

Joe C. Caperton, Chicago general 
agent of State Mutual Life, is leaving 
for Miami where he intends to remain 
until early in February. 

James M. Clark, general agent for 
John Hancock Mutual Life, has been 
named as general chairman for the 
fourth war loan campaign in Peoria, II. 
C. W. Reuling, Massachusetts Mutual, 
has been named chairman of the tnsur- 
ance division. 

Friends of Chandler Bullock, board 
chairman of State Mutual Life, are urg- 
ing him to seek the nomination as dele- 
gate from the fourth Massachusetts dis- 
trict to the Republican national conven- 
tion. Although he never has been a 
candidate for elective public office, Mr. 
Bullock has been influential in the civic 
and financial life of Worcester, Mass. 

The new road in Bibb county, Ga., ex- 
tending from the Pio Nona to the new 
naval ordnance plant has been named 
Guy Paine road in appreciation for the 
work Mr. Paine had done in securing an 
army training camp for Macon together 
with four other military establishments 
and the road. Mr. Paine is general agent 
at Macon for Penn Mutual Life. These 
projects increased the payroll of Macon 
by 500% and raised the population by 
50%. 

Harry L. Reed of Lincoln, former 
secretary of the Nebraska Life Under- 
writers Association, has filed as a Re- 
publican candidate for lieutenant-gov- 
ernor. 

W. W. Putney, president of Midwest 
Life, is a candidate for delegate-at-large 
to the Republican national convention. 
He is one of a group. pledged to vote 
for Governor Griswold of Nebraska for 
the presidential nomination. 

North American Reassurance has is- 
sued another of its attractive Christmas 
greetings in the series of prints of 
American cities. The picture this year 
is of Richmond, Va., in 1833. This is 
the 14th in the series. 

Miss Estelle Best, daughter of Alfred 
M. Best, gave a piano recital at Town 
Hall in New York City on Monday 
of this week. Miss Best has studied 
in this country and in Europe. This 
was her first large public performance. 

John Francis Lotito, son of Frank G. 
Lotito, supervisor of the Besser gen- 
eral agency of Lincoln National Life in 
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Chicago, was born at West Suburban 








hospital. His weight was 934 pounds. de 
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DEATHS f 





William Boulton, 61, former superin- 
tendent of agencies of Confederation 
Life, died. He retired in 1939 after 21 
years of service. 


é 
Richard T. Couch, 78, former treas- 














an \ i" Wipe, 
urer of Crown Life, died. He had been ears hii bie 
in ill health for 18 months. He was ‘ Ue 
associated with Crown Life for 25 years. 

Henry H. Altman, 48, assistant mana- 
ger of the Equitable Society agency at 
393 Seventh avenue, New York died. 

W. A. Harback, 69, former life insur- 
ance executive, died in a nursing home 
in Des Moines. He was secretary of 
the old Des Moines Life which was 
taken over by National Life, U. S. A,, 
of Chicago in 1912 and he served for a 
time as vice-president of the Chicago 
company. 

William Hodges of Dallas, who rep- 
resented the business department of the 
“Spectator” in several southern and 
southwestern states, died this week at 
the Baylor Hospital in Dallas, following 
a brain operation. 

C. M. Hodgin, 63, former assistant 
superintendent of Prudential in Madison, 
Wis., before his retirement two years 
ago, died there after a short illness. 
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CHICAGO 


MEET WITH WMC DIRECTOR 


The subcommittee that was ap- 
pointed at the first meeting of the 
general committee that was set up to 
investigate questions relating to the 48- 
hour week that has been decreed for 
Chicago effective Jan. 16, held a con- 
ference Wednesday afternoon of this 
week with Dean M. Spencer, War 
Manpower Commission regional direc- 





PASSED_ AWAY — | 


pany, the outgoing president, presided. 
He introduced the new officers, R. W. 
Frank, State Mutual, presides‘: George 
Schomburg, Prudential, vice-president, 
and Carl Lindstrom, Travelers, secre- 
tary. J. H. Brennan, Fidelity Mu- 
tual, spoke as the new national com- 


tor. The subcommittee consists of mitteeman of the Chicago Life Under- 
R. M. Clark, Continental Casualty; writers Association. Byron Howes, 
Chase Smith, Lumbermen’s Mutual Berkshire, spoke as vice-president of 


Casualty; Charles H. Smith, Hartford 
Fire, and Walter M. Sheldon, W. A. 
Alexander & Co., president of the Chi- 
cago Board. 


the Chicago General Agents & Man- 
agers Association. A. J. Kirchberg, 
Connecticut General, extended greet- 
ings to the general agents and man- 
agers. The arrangements had _ been 
made by Elmer Grandson, Union Cen- 
tral, and Harry G. Walter, Penn Mu- 
tual, as co-chairmen. 





SUPERVISORS PARTY FOR BOSSES 


The annual dinner of the Life Super- 
visors Association of Chicago for the 
general agents and managers brought 
together this year the usual congenial 
group. The speaking program con- 





KLEIN AGENCY NO. 1 


The Adoph R. Klein general agency 
in Chicago led Home Life of New York 


sisted largely of good natured raillery. 
Rockwood 


C. Carson of the Com- 


THE 





COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
Favorable Par. and Non-par. rates. 

Standard and Sub-standard risks. 

Facilities for handling large cases. 

Civilian Foreign Travel Coverage. 
Annuities — Single Premiums up to $100,000. 
Prompt and Efficient Service. 


INSURANCE IN FORCE, 672 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 221 MILLION DOLLARS 


7 EMBER ,MR. JAMES, 
NOw/, REM ‘ve JUST AS 


BUSINESS AS YOU HAVE 9’ 


SINCE. MY HUSBAND 
MUCH SAY IN THIS 


in production in November and is now 


in fifth place for the year. 





EDWARDS ANNUAL GATHERING 

The Rockwood S. Edwards general 
agency of Aetna Life in Chicago will 
hold its annual gathering Jan. 20 in the 
penthouse on the Sherman hotel. A 
number of home office officials will at 
tend and take part in the morning and 
afternoon discussions. That night there 
will be a dinner sponsored by the Big 
Ten. The agency leads the country in 
group insurance and is second in ordi- 
nary. Paul M. Willianis, associate gen- 
eral agent, is in charge of arrangements 
for the annual meeting. 


WADE FETZER, JR. PRESIDENT 
W. A. Alexander & Co. of Chicago, 
well known insurance firm and general 


agent of Penn Mutual Life, announces 





INSURANCE COMPANY 


HEAD OFFICE: 
TORONTO, CANADA 
Established 1887 


ll 








that Wade Fetzer, president, becomes 
chairman and Wade Fetzer, Jr., vice- 
president, succeeds his father as presi- 
dent. The latter after graduating from 
Northwestern University at Evanston, 
Ill., started in the agency as a life in- 
surance salesman. He later assumed 
supervisory work in the life department 
and became associate manager with John 
H. Sherman, head of the division. He 
took his C.L.U. degree and then shifted 
from the life department, becoming as- 
sistant to the president and being en- 
gaged in general administrative work. 





NOCHUMSON LEAVES BUSINESS 


Ira N. Nochumson, assistant manager 
Douglas Park Branch of Metropolitan 
Life in Chicago, has been named gen- 
eral manager of the Morrill Manufac- 
turing Co. at Dalton, Ga. He has been 
with the Metropolitan Life for 12 years, 
11 as assistant manager. In 1938 he re- 
ceived his C.L.U. degree and started a 
C.L.U. review school for Chicago Metro- 
politan agents. Since that time 12 from 
his classes have received degrees. The 
Metropolitan C.L.U. group in Chicago 
now has 45 students. Four Metropolitan 
C.L.U.’s will continue to instruct the 
Chicago class: S. Van Elgort, D. Trump, 
J. Jacobson and S. Simpson. The stu- 
dents of the current class and agents 
of the Douglas Park branch presented 
Mr. Nochumson with farewell gifts. Mr. 
Nochumson was on the educational 
committee of the Chicago Association 
of Life Underwriters. He was chair- 
man of the educational committee of the 
Chicago C.L.U. chapter and a director 
of the Metropolitan's C.L.U. group. 





ROCKWOOD COMPANY INCREASE 
The Rockwood Co. of Chicago, one 
of the leading agencies, has a 43% in- 
crease in life business for the year to 
date and a 15% overall increase in all 
lines. This record was set with 10 less 
men than a year ago, W. Carter But- 
ler, president, announced. R. C. Car- 


son is life department manager 





Ag ee 


now issued by 





” “THE UNITED STATES LIFE 


INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


Group Life 
Wholesale 
Accident & Health 
Hospitalization 


Labor Unions, Civil Service, Employees’ 
Associations considered. 


This comprehensive portfolio offers a 
well-rounded program covering the 
group insurance needs of ali types 
of prospects. 


For information regarding special 
groups call on your nearest USLife 
general agent. 


RicHard RHODEBECK, 
Superintendent of Agencies 


101 Fifth Avenue 
New York, N. ¥. 
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Exceptional Case Accents Honesty 


The arrest the other day of a New 
York City agent who admitted having 
pocketed some $220,000 in policy loans 
and surrender values on clients’ policies 
which he applied for without the policy- 
holders’ knowledge serves to call atten- 
tion to the extreme rarity of this sort 
of thing among life insurance agents, 
despite the ease with which it can be 
accomplished. 

It is hardly complimentary to point 
out that a man is honest, as that is the 


least that one expects of him, but it is 
nevertheless interesting, in view of the 
normal frailties of human nature which 
make business for the bonding compa- 
nies, that the ratio of actual dishonesty 
to what might be expected is so very 
low in the life insurance field. 

Agents handle numerous policies and 
have complete access to all the 
information necessary to deceive their 
clients, yet instances are so rare that 
any such incident is noteworthy. 


many 


Value of Walkie-Talkie Method 


Those who heard Vice-president A. W. 
Page of “American Telephone & Tele- 
graph Co. in his address before the As- 
sociation of Life Insurance Presidents 
in New York City could not but appre- 
ciate his knowledge of public psychol- 
ogy. His long training in different lines 
of endeavor and his work of eliciting 
the interest of the people in his organi- 
zation gives him an acute sense of divin- 
ing public opinion. 

For many years he has been deeply 
concerned with the problems of human 
interest and therefore his point of view 
as to public relations is not purely aca- 
demic but perfectly practical. For ex- 
ample, in speaking of the insurance bus- 
iness he advocated what he called the 

walkie-talkie’ method. By that he 
meant that more cultivation could be 
made by insurance people themselves 
than by any other means in creating 
interest in what they were doing. He 
believes that the initial move of the in- 
surance industry up and down the line 
in its public relations program should 
be to educate its own people as to the 
fundamentals of the business, its con- 
tribution to society and its importance in 
business, commercial and personal ac- 
tivities. 

He thinks that the people at large 
would oppose federal regulation of in- 
surance if they were acquainted with 
what it would bring about and what it 
would destroy. Mr. Page does not dis- 
trust the public if it is given the facts. 
Business, he avers, should go along with 
the public but the public should be in- 
formed and enlightened. 

Take a clerk in an insurance 
His or her friends may in what 
line of work he or she is engaged. If the 
insurance office,” 


will be “Oh, 


office. 
inquire 


reply is “I’m in an 
the rejoinder very likely 
you are in the insurance racket” or 
“You are in the insurance The 
clerk does not possess sufficient informa- 
tion to combat this slur. Therefore, the 


game.” 


clerk keeps silent. The opportunity was 
present for the clerk to do some mis- 
sionary work but the education of the 
clerks themselves had been overlooked 
and insurance did not appreciate the 
great value of a personnel interested in 
its own business and having sufficient 
information to defend it against such in- 
sinuations. 

Mr. Page stated that some one in the 
insurance business knows every one in 
the United States. Now if every one in 
the insurance business knows what his 
business is about, believes in it, knows 
how to tell other people about it and 
wants to tell them, it would seem that the 
public could hardly escape being informed 
on this subject. Much of the opposition 
is purely imaginative, coming from sus- 
picious people. The wayfarer does not 
know what is going on in insurance 
offices. He concludes that officials are 
paid enormous salaries and that insur- 
ance is a business whose operations are 
conducted behind closed doors. 

The “walkie-talkie” method of edu- 
cation constitutes a direct method of 
education through the public ear. If the 
story people are told seems to them 
logical, sound and good, they will listen 
to it have faith in it. 

As Mr. Page pointed out, there is no 
reason whatever why the public should 
not become acquainted with a number 
of interesting insurance features that 
today are more or less kept in the back- 
ground. Mr. Page doubted, however, if 
the telling can be done effectively ex- 
cept by making the maximum use of 
every one in the business. To quote him: 
“That means creating in them a faith, a 
confidence and pride in their profession, 
constantly renewing it and providing 
them with ideas, imagination and help 
in their task of transmitting their knowl- 
edge to the public.” 

Mr. Page is very much convinced 
that the “walkie-talkie” plan of getting 
to the people is far more effective than 


People will listen 
has something 


any other medium. 
to another one if he 
worth while to say. 
It would seem that Mr. Page has 
given a suggestion to insurance that is 
certainly well worth while. In fact, this 
plan of attack was emphasized by Edi- 


tor J. C. O’Connor of the “Fire, Casualty 
& Surety Bulletins’ of THE NationaL 
UNDERWRITER at the meeting of the In- 
surance Advertising Conference in New 
York City some weeks ago. As Mr. 
O'Connor put it, this is the first big job 
that insurance should undertake. 








PERSONAL SIDE OF THE BUSINESS 





Before retiring from office Gov. Keen 
Johnson of Kentucky commissioned 
Dwight R. Peel of Benton an aide-de- 
camp with the rank and grade of colonel. 
The presentation was made in the ex- 
ecutive offices at Frankfort. Mr. Peel 
has served as supervisor of fire preven- 
tion and rates and assistant director of 
the division of insurance of Kentucky for 
the past two years. 


Lt. Col. R. H. Wienecke, former Chi- 
cago supervisor connected with Union 
Central and Mutual Trust Life, who 
was chief of supply services for para- 
troopers in the Sicilian invasion and 
with another officer successfuly engi- 
neered a two-man invasion of two small 
islands near Sicily and took 1,027 pris- 
oners and took relief to over 5,000 civil- 
ians, returned to Chicago last week to 
visit his wife and two young daughters 
who live in nearby Glencoe, Ill. He is 
on a mission to Washington. Col. 
Wienecke was sent to Africa last 
spring. He entered service about two 
years ago as a captain. 

T. A. Proctor and E. H. Bachschmid 
of the Washington, D. C. agency of 
Jefferson Standard Life, have each 
passed the $1,000,000 mark in paid busi- 
ness this year. Mr. Proctor started in 
life insurance work with Jefferson 
Standard in 1933. Mr. Bachschmid, 
prior to joining the company in 1939, 
was in the general insurance business. 

J. F. Lawton, associate general agent 
of Connecticut Mutual Life in Detroit, 
song writer and gridiron veteran, spoke 
on “Forty Years of Football,’ at the 
football banquet of the Hamtramck high 
school. He wrote the lyrics of the Uni- 
versity of Michigan’s “Varsity” and the 
U niversity of Detroit’s “Dear Old U. of 
‘Dag 


M. J. Cleary, president of Northwest- 
ern Mutual Life and a regent of the 
University of Wisconsin, was a member 
of the Wisconsin delegation attending 
the launching ceremonies of the new 
50,000 ton battleship “Wisconsin” at the 
Philadelphia navy yard. John A. Stev- 
enson, president of Penn Mutual Life, 
vice-president of the Navy League and 
a graduate and former instructor at the 
University of Wisconsin, also was a 
guest of the navy at the launching. 

Stephen G. Matyas, general agent of 
Ohio State Life in Hazleton, Pa., who 
has been with the company 15 years, has 
qualified for membership in the Honor 
Club every year. He also has written at 
least one application every week in that 
period. 

Lieut. Col. Reese F. Hill, who is in 
charge of the Army insurance division 
at Washington, has now been promoted 
to a colonelcy. He received the promo- 
tion on his 35th birthtdy. Colonel Hill 
who was in the reserve, entered active 
service as a lieutenant and shortly there- 
after was assigned to handle insurance 
problems that were beginning to arise. 


He had been with Fidelity & Casualty 
in Washington. He has developed the 
insurance division into a major unit. 

Head office members of Fidelity Mu- 
tual Life’s 25-Year Club, 46 officers and 
employes, were dinner guests of Presi- 
dent E. A. Roberts on the 15th anni- 
versary of the founding of the club. 

G. A. L’Estrange, vice-president and 
agency director of Wisconsin National 
Life, Oshkosh, Wis., has been elected 
president of the Oshkosh Apostolate, 
Catholic social service organization. 

Joe C. Caperton, Chicago general 
agent of State Mutual Life, is leaving 
for Miami where he intends to remain 
until early in February. 

James M. Clark, general agent for 
John Hancock Mutual Life, has been 
named as general chairman for the 
fourth war loan campaign in Peoria, Ill. 
C. W. Reuling, Massachusetts Mutual, 
has been named chairman of the tnsur- 
ance division. 

Friends of Chandler Bullock, board 
chairman of State Mutual Life, are urg- 
ing him to seek the nomination as dele- 
gate from the fourth Massachusetts dis- 
trict to the Republican national conven- 
tion. Although he never has been a 
candidate for elective public office, Mr. 
Bullock has been influential in the civic 
and financial life of Worcester, Mass. 

The new road in Bibb county, Ga., ex- 
tending from the Pio Nona to the new 
naval ordnance plant has been named 
Guy Paine road in appreciation for the 
work Mr. Paine had done in securing an 
army training camp for Macon together 
with four other military establishments 
and the road. Mr. Paine is general agent 
at Macon for Penn Mutual Life. These 
projects increased the payroll of Macon 
by 500% and raised the population by 
50%. 

Harry L. Reed of Lincoln, former 
secretary of the Nebraska Life Under- 
writers Association, has filed as a Re- 
publican candidate for lieutenant-gov- 
ernor. 

W. W. Putney, president of Midwest 
Life, is a candidate for delegate-at-large 
to the Republican national convention. 
He is one of a group pledged to vote 
for Governor Griswold of Nebraska for 
the presidential nomination. 

North American Reassurance has is- 
sued another of its attractive Christmas 
greetings in the series of prints of 
American cities. The picture this year 
is of Richmond, Va., in 1833. This is 
the 14th in the series. 

Miss Estelle Best, daughter of Alfred 
M. Best, gave a piano recital at Town 
Hall in New York City on Monday 
of this week. Miss Best has studied 
in this country and in Europe. This 
was her first large public performance. 

John Francis Lotito, son of Frank G. 
Lotito, supervisor of the Besser gen- 
eral agency of Lincoln National Life in 
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Chicago, was born at West Suburban 
hospital. His weight was 934 pounds. 


DEATHS 


William Boulton, 61, former superin- 
tendent of agencies of Confederation 
Life, died. He retired in 1939 after 21 
years of service. 

Richard T. Couch, 78, former treas- 
urer of Crown Life, died. He had been 
in ill health for 18 months. He was 
associated with Crown Life for 25 years. 

Henry H. Altman, 48, assistant mana- 
ger of the Equitable Society agency at 
393 Seventh avenue, New York died. 

W. A. Harback, 69, former life insur- 
ance executive, died in a nursing home 
in Des Moines. He was secretary of 
the old Des Moines Life which was 
taken over by National Life, U. S. A., 
of Chicago in 1912 and he served for a 
time as vice-president of the Chicago 
company. 

William Hodges of Dallas, who rep- 
resented the business department of the 
“Spectator” in several southern and 
southwestern states, died this week at 
the Baylor Hospital in Dallas, following 
a brain operation. 

C. M. Hodgin, 63, former assistant 
superintendent of Prudential in Madison, 
Wis., before his retirement two years 
ago, died there after a short illness. 


CHICAGO 


MEET WITH WMC DIRECTOR 


The subcommittee that was  ap- 
pointed at the first meeting of the 
general committee that was set up to 
mvestigate questions relating to the 48- 
hour week that has been decreed for 
Chicago effective Jan. 16, held a con- 
ference Wednesday afternoon of this 
week with Dean M. Spencer, War 
Manpower Commission regional direc- 




















tor. The subcommittee consists of 
R. M. Clark, Continental Casualty; 
Chase Smith, Lumbermen’s Mutual 


Casualty; Charles H. Smith, Hartford 
Fire, and Walter M. Sheldon, W. A. 
Alexander & Co., president of the Chi- 
cago Board. 





SUPERVISORS PARTY FOR BOSSES 


The annual dinner of the Life Super- 
visors Association of Chicago for the 
general agents and managers brought 
together this year the usual congenial 
group. The speaking program con- 
sisted largely of good natured raillery. 

C. Carson of the Rockwood Com- 
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PASSED_ AWAY -— | 
BUSINESS AS YOU 


pany, the outgoing president, presided. 
He introduced the new officers, R. W. 
Frank, State Mutual, nresides+: George 
Schomburg, Prudential, vice-president, 
and Carl Lindstrom, Travelers, secre- 
tary. J. H. Brennan, Fidelity Mu- 
tual, spoke as the new national com- 
mitteeman of the Chicago Life Under- 


writers Association. Byron Howes, 
Berkshire, spoke as vice-president of 
the Chicago General Agents & Man- 
agers Association. A. J. Kirchberg, 
Connecticut General, extended greet- 


ings to the general agents and man- 
agers. The arrangements had _ been 
made by Elmer Grandson, Union Cen- 
tral, and Harry G. Walter, Penn Mu- 
tual, as co-chairmen. 





KLEIN AGENCY NO. 1 


The Adoph R. Klein general agency 
in Chicago led Home Life of New York 


THE 


COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
Favorable Par. and Non-par. rates. 

Standard and Sub-standard risks. 

Facilities for handling large cases. 

Civilian Foreign Travel Coverage. 
Annuities — Single Premiums up to $100,000. 
Prompt and Efficient Service. 


INSURANCE IN FORCE, 672 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 221 MILLION DOLLARS 


NOW, REMEMBER , MR. JAMES, SINCE _MY HUSB 
HAVE JUST 
HAVE ¢” 


AND 
AS MUCH SAY IN THIS 


in production in November and is now 
in fifth place for the year. 





EDWARDS ANNUAL GATHERING 


The Rockwood S. Edwards general 
agency of Aetna Life in Chicago will 
hold its annual gathering Jan. 20 in the 
penthouse on the Sherman hotel. A 
number of home office officials will at 
tend and take part in the morning and 
afternoon discussions. That night there 
will be a dinner sponsored by the Big 
Ten. The agency leads the country in 
group insurance and is second in ordi- 
nary. Paul M. Willianis, associate gen- 
eral agent, is in charge of arrangements 
for the annual meeting. 


WADE FETZER, JR. PRESIDENT 
W. A. Alexander & 


Co. of Chicago, 


well known insurance firm and general 
Penn 


agent of Mutual Life, announces 





FE 


INSURANCE COMPANY 


HEAD OFFICE: 
TORONTO, CANADA 
Established 1887 


ll 








that Wade Fetzer, president, becomes 
chairman and Wade Fetzer, Jr., vice- 
president, succeeds his father as presi- 
dent. The latter after graduating from 
Northwestern University at Evanston, 
Ill., started in the agency as a life in- 
surance salesman. He later assumed 
supervisory work in the life department 
and became associate manager with John 
H. Sherman, head of the division. He 
took his C.L.U. degree and then shifted 
from the life department, becoming as- 
sistant to the president and being en- 
gaged in general administrative work. 





NOCHUMSON LEAVES BUSINESS 


Ira N. Nochumson, assistant manager 
Douglas Park Branch of Metropolitan 
Life in Chicago, has been named gen- 
eral manager of the Morrill Manufac- 
turing Co. at Dalton, Ga. He has been 
with the Metropolitan Life for 12 years, 
11 as assistant manager. In 1938 he re- 
ceived his C.L.U. degree and started a 
C.L.U. review school for Chicago Metro- 
politan agents. Since that time 12 from 
his classes have received degrees. The 
Metropolitan C.L.U. group in Chicago 
now has 45 students. Four Metropolitan 
C.L.U.’s will continue to instruct the 
Chicago class: S. Van Elgort, D. Trump, 
J. Jacobson and S. Simpson. The stu- 
dents of the current class and agents 
of the Douglas Park branch presented 
Mr. Nochumson with farewell gifts. Mr. 
Nochumson was on the educational 
committee of the Chicago Association 
of Life Underwriters. He was chair- 
man of the educational committee of the 
Chicago C.L.U. chapter and a director 
of the Metropolitan's C.L.U. group 





ROCKWOOD COMPANY INCREASE 
The Rockwood Co. of Chicago, one 
of the leading agencies, has a 43% in- 
crease in life business for the year to 
date and a 15% overall increase in all 
lines. This record was set with 10 less 


men than a year ago, W. Carter But- 
ler, president, announced. R. C 
son is life department manager 


Car- 
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” “THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 





Group Life 
Wholesale 
Accident & Health 
Hospitalization 


Labor Unions, Civil Service, Employees’ 
Associations considered. 

* 
This comprehensive portfolio offers a 
well-rounded program covering the 
group insurance needs of all types 
of prospects. 
For information regarding special 
groups call on your nearest USLife 
general agent. 


101 Fifth Avenue 
New York, N. ¥. 


Richard RHODEBECK, 
Superintendent of Agencies 
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NEWS OF THE COMPANIES 
Life & Casualty Is 


Observing 40th 
Anniversary 


To celebrate its 40th anniversary, Life 
& Casualty of Nashville has issued “The 
Thrift Family”, a booklet telling of its 
growth to $4,000,000 capital and 440.- 
000,000 assets since 1903. 

Written by Miss Era Irene Emmons, 
secretary to President A. M. Burton 
and editor of “The Mirror”, agents’ pub 
lication, “The Thrift Family” tells how 
in the summer of 1903 Mr. Burton, then 
state agent in Nashville for Traders 
Mutual of Illinois, with 50 men on his 
staff, faced a predicament when Traders 
Mutual had its license revoked in Ten 
nessee. Mr. Burton, then 24 years of | 
age, went to Cincinnati and proposed to 
President W. J. Williams of Western 
& Southern that he establish a southern 
branch in Nashville with the old Traders 


| 











Mutual staff to man it. Mr. Williams \. M. BURTON 

rejected the suggestion, advising Mr. 

Burton to go home and establish his former cashier for Traders Mutual, had 

own company, which he decided to do. another $1,000 to put in. The remainder 
Mr. Burton had $1,000 of his own of the funds necessary to secure a state 


savings and Miss Helena Haralson, charter was secured from Nashville busi 
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Portal to Securit 


As generally found to be true, this doorway bespeaks much of 


what lies within. As the entrance to Columbus Mutual's new 
home; it symbolizes the sincerity of purpose and the years of 
sound, progressive direction of those responsible for the company’s 
never-ceasing growth and noteworthy records of achievements. 


It represents a PORTAL TO SECURITY in both agency affiliations 


and insurance protection. 


D. E. BALL, President 
The COLUMBUS MUTUAL LIFE INSURANCE Co. 


Columbus, Ohio 


ness men with the understanding that 
Mr. Burton’s and Miss _ Haralson’s 
money would be spent first. P. M 
Estes, who died recently after serving 
for a long period as general counsel, 
came into Life & Casualty during this 
organization period. 

Life & Casualty was an assessment 
basis until Dec. 30, 1909, when it became 
a legal reserve company. Its first busi- 
ness was confined entirely to sick and 
accident insurance with the first appli- 
cation being written by J. B. Burton, 
father of A. M. Burton. 


Pays First Claim 


So anxious was the new company to 
pay its first claim that President A. M. 
3urton and his entire office staff rushed 
to the home of a Negro woman whose 
hand became infected after a cut on a 
washboard. Paying a sick claim of only 
$2.25, the party wrote $7.50 of new busi- 
ness in the immediate area before re- 
turning to the office. First year’s sick 
and accident payments totalled $4,504 
and death claims of $923. For the 40- 
year period, Life & Casualty has paid 
benefits totalling $62,000,000. 

The weekly income and outgo balance 
sheet showed a net profit of $6,619 for 
the first time in 1906 and the first real 
estate investment of $800 was made im- 
mediately. In 1908 the first life policy, 
a monthly straight life, was added and 
capital was increased from $25,000 to 
$150,000. 


Enters Ordinary Field 

Life & Casualty offered its first 
ordinary life policy in 1919 and the first 
contract was issued to L. K. Arrington, 
then insurance commissioner of Tennes- 
see and now executive vice-president of 
Standard Life of Jackson, Miss. At this 
time the straight life policy was offered 
on a weekly basis. Total debit on this 
type of insurance in September, 1943, 
was $168,146, with a health and accident 
sub-standard debit of $51,014, for a grand 
total debit of $219,141. In 1924 a travel 
and pedestrian policy was introduced 
with $350,920 now in force. 

Promotion and advertising has been 
almost altogether in the hands of Presi- 
dent Burton. Emmett Russell, Jr., was 
made advertising manager in 1926, be- 
coming head of the ordinary underwrit- 
ing department in 1936. Mr. Russell 
founded and is charter president of the 
Institute of Home Office Underwriters. 


Life & Casualty plans to enlarge its 
home office headquarters building in 
Nashville as soon after the end of the 
war as possible. 


B.M.A. Sets New Record in 
President Month Campaign 


During President’s Month in Novem- 
ber, honoring President W. T. Grant, 
Business Men’s Assurance established a 
new monthly production record. Paid 
business was 68% greater than the pre- 
vious high month’s volume, November, 
1928, and pushed the increase for 1) 
months of 1943 to 30.8% over the cor- 
responding period of 1942. The com- 
pany has had 34 consecutive months of 
gain over the same month in the pre- 
vious year. Thirteen branch offices es- 
tablished new records. 

Robert Sanders, San Diego, was in- 
dividual production leader, but as a per- 
manent winner he did not compete for 
the President’s Trophy this year, which 
went to H. G. Horn, Portland, Ore., 
who had a life volume of $296,198. R. 
A. Black, McKenzie, Tenn., with 80, 
lead in number of paid applications. 

For the first time total income 
a single month exceeded $1,000,000. 


State Life’s Golden Year 
Will Be Celebrated in 1944 


In 1944 State Life of Indiana will cele- 
brate its 50th anniversary. > 
Sweeney, home office general agent, in 
a message to agents states that the com- 
pany has paid to policyholders and bene- 
ficiaries more than $139,961,000 since or 
ganization and holds as assets over $57, 
000,000 for similar use. He calls upon 
the company’s producers to make a rec- 
ord during the jubilee year that will be 
worthy of this distinguished occasion. 


for 








Imperial Mutual in New Setup 


LOS ANGELES — Policyholders of 
Imperial Mutual Life at a special elec- 
tion voted to change from a Chapter 
9 to a Chapter 9-A basis. The action 
will be formally approved at the an- 
nual meeting Dec. 20. The new setup 
will be presented to the insurance de- 
partment for approval. A Chapter 9-A 
company must have combined capital 
and surplus of not less than $250,000 

Imperial Mutual Life was seized by 
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former Commissioner Caminetti in 1940 
but officers contested the seizure in court 
and Mr. Caminetti was ordered to re- 
turn the company to its old officers and 
directors 


E. E. Bailey Is Promoted 

Great American Reserve of Dallas has 
elected Earle E. Bailey secretary and 
treasurer. Mr. Bailey entered the actu- 
arial department of American National 
Life in 1930. In 1936 he was made as- 
sis stant to the actuary of Gulf States Life 
and when it was merged with Southland 
Life he became assistant actuary there. 
In 1939 he joined Western States Life 
as actuary and assistant secretary. Upon 
its sale and liquidation he entered the 
field as consultant actuary, maintaining 
offices in Dallas until Jan. 1, 1943, when 
he went with Great American Reserve as 
actuary and comptroller. He will con- 
tinue as actuary and have charge of of- 
fice and personnel. 





L. H. Funnell to Home Office 


Lyle H. Funnell, agency organizer at 
Spokane for Mutual Life has been ap- 
pointed a training assistant in the home 
office. He will assist Ben Williams, di- 
rector of training, in supervising the 
educational and retraining program for 
agents. 

A yraduate of Huron College, Huron, 
S. D.. Mr. Funnell joined Mutual Life 
in 1938 at Billings, Mont. He was ap- 
pointed district manager the following 
year, and in 1942 was transferred to 
Spokane as agency organizer. 





A. F. Brooks of New Haven, presi- 
dent of the Southern New England 
Telephone Company, has been elected 
a director of Phoenix Mutual Life. 


SALES MEETS 
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Central of Iowa Wis. Rally 


The southern Wisconsin agency of 
Central Life of Iowa will hold a one- 
day meeting in Madison Jan. 27. About 
60 agents are expected to attend. 
Speakers from the home office will be 
FE. H. Mulock, president; H. E. White- 
ley, assistant to the president, and Dr. 
M. I. Qlsen, medical director. 





Hold Western Mich. Meeting 


About 25 western Michigan agents of 
Franklin Life attended a sales conven- 
tion in Grand Rapids. J. Leslie Living- 
ston, Grand Rapids branch manager, was 
host. B. J. Settegast, assistant to the 
president, was among home office per- 
sonnel] at the meeting. 





Hold Mersfelder Deer Dinner 


The L. C. Mersfelder Oklahoma 
agency of Kansas City Life held its an- 
nual agency meeting and traditional deer 
dinner in Oklahoma City. It was at- 
tended by 70 guests, including the sales 
force, their ladies and their home office 
officials: Dr. E, L. Mathias, medical 
department; W. T. Whitehead, sales de- 
partment; Frank Boyce, policy depart- 
ment; Charles W. Arnold, agency de- 
partment, and J. T. Langston, tax 
department. The meeting marked the 
close of the annual 60-day contest, this 


year between the “Texas Rangers” and 
the “Canadian Mounties.” The former 


team won by a narrow margin. 

Mr. Mersfelder, who always bags a 
deer for the dinner, surprised the guests 
this year by the addition to the menu 
of pheasants, which he secured in South 
Dakota while in search for his deer. 


Renewal Commission 


LOANS 


LIFE UNDERWRITERS CREDIT CORPORATION 


Minneapolis, Minn. 





AGENCY CHANGES 


S. G. Hale to Denver 
for Mutual Life 


Stanton G. Hale, training assistant in 
the home office of Mutual Life of New 
York since August, 
1942, has been ap- 
pointed manager in 
Denver Jan. 1. 
Ralph FF. Taylor, 
manager since 1933, 
will continue in the 
agency in an execu- 
tive capacity. 

Mr. Hale is fam- 
iliar with the Den- 
ver territory, which 
he has traveled ex- 
tensively as train- 
ing assistant. He is 
a graduate of the 
University of Idaho, 
1932. 
Lake City in 1935. He was named dis- 
trict manager at Twin Falls, Idaho, in 
1936 and two years later was appointed 
agency organizer at Salt Lake City. He 
went to the home office four years later. 
He was vice-president of the Salt Lake 
City Association of Life Underwriters 
at the time of his transfer to New York 
City. He is a graduate of the Sales 
Research Bureau school. 


Hackett Is Made General 
Agent at Jackson, Mich. 


J. W. Hackett, district agent of Lin- 

coln National Life at Hudson, Mich., 
has been promoted to general agent at 
Jackson, Mich., with offices m 402 
Dwight building. He will take over his 
new duties Jan. 1. 
Mr. Hackett entered life insurance 
in 1929 as special agent of Lincoln Na- 
tional at Hudson and next year was 
promoted to district agent there. He 
has maintained consistent personal pro- 
duction and shown ability in training 
men; has won attendance at conven- 
tions and qualified for sales honor clubs 
seven times. 








S. G. 


Hale 
He joined Mutual Life in Salt 








Gregsamer with Freeman Wood 


John C. Gregsamer, formerly associ- 
ate general agent with W. W. Grosser 
for Guardian Life in Chicago, has gone 
with the Freeman Wood agency of 
Lincoln National Life there as associ- 
ate general agent. Mr. Gregsamer and 
Mr. Grosser dissolved their partnership 
by mutual agreement Dec. 1. Mr. 
Gregsamer has been in life insurance 
20 years. 


Gadd to Guarantee Mutual 


Guarantee Mutual Life has appointed 
Ben R. Gadd general agent at Lincoln, 
Neb., covering Lancaster, Seward and 
Saline counties. For six years Mr. Gadd 
has been with the Lincoln agency of 
Union Central Life, the last two as 
supervisor. He has been a member of 
Union Central’s $250,000 club. 

Mr. Gadd graduated from the Uni- 
versity of Nebraska in 1928. He is a 
past president of the Lincoln Associa- 
tion of Life Underwriters and is now 
vice-president of the state association. 
Guarantee Mutual has maintained an 
office in Lincoln for a number of years 
but no general agent has been in charge 
for 18 months. New offices will be 
opened in the Stuart building. 








Sun Names Jansen in Toledo 


Hubert G. Jansen has been named dis- 
trict manager of Sun Life of Canada in 
Toledo, O., succeeding W. H. Burlin- 
game, who was transferred to Lansing, 
Mich., as branch manager for central 
Michigan. 





Mrs. Denman in Portland Post 


Rene Denman, successful life insur- 
ance woman of Kansas City, has been 
appointed unit manager of California- 
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Safety for 


‘Tomorrow 


FIDELITY has been selling that safety to 
the public for the past sixty-five 
years. It is selling it today at a 
time when thoughts of a post- 
war future are dominant in the 
minds of American men and 
women. 


SAFETY for the tomorrow of the policy- 
holder is offered through a sys- 
tem of plans and programs built 
to fit the individual prospect so 
as to provide against those haz- 
ards of life—or any combination 
of them— which are humanly 


avoidable. 


SAFETY for the agent is offered through a 
fair contract, a retirement plan. 
skilled, sympathetic training and 
the provision of modern, efficient 
selling devices which include a 
direct-lead plan used success- 
fully for 27 years—all this under 
a warm, co-operative leadership 
which never loses the personal 


touch. 


for the tomorrow of both policy- 
holder and agent is guarded by 
sound investment, economical 
management, and watchful su- 
pervision. 


SAFETY 


FIDELITY is a friendly company. 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


E. A. Roberts, President 
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FORWARD 


On All Fronts 


Life underwriters under arms are serving 
the Cause of Freedom with distinction on 
the far flung fields of war. 


Life underwriters of the home front are 
also making vital contributions to the Cause 
of Freedom. Theirs is a national mission, 
even more essential in times of war than in 
days of peace. Their arms include the sale 
of new life insurance and war bonds, the 
servicing of life insurance now owned, the 
relentless assault upon inflation, and a united 
and determined will to carry on. . . mighty 
weapons all for furthering the Cause of 
Freedom and perpetuating the Democratic 
Way of Life. 


EQurrABLe LIFE of IOWA 
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“SECURITY PATTERNS” 


NEW, NOVEL, COPYRIGHTED SALES PLAN 
— VALUABLE HELP IN SELLING WOMEN. 


There are styles in life insurance just as there are in clothes. 
State Mautual “Security Patterns” present a complete life 
insurance wardrobe. Visual Fashion Book illustrates and 
explains how various life insurance styles fit a woman's 


needs and purse. 


ANOTHER STATE MUTUAL SALES AID 
THAT'S FIELD CLICKING 


State Mutual Life Assurance Company 
of Worcester, Massachusetts 


Incorporated 1844 
Americas 5th Oldest Lie Juturance Comnany 











Western States Life’s women’s organ- 
ization at Portland, Ore. Mrs. Denman 
has had much experience in the insur- 
ance world and in other business activi- 
ties. Lately she has been an assistant 
to the superintendent of agencies. 

Mrs. Denman has been a radio broad- 
caster, lecturer on sales subjects, and 
an author of sales literature. The best 
known of her books is “Behind the 
Counter”, which is used by personnel 
directors as a text in training sales peo- 
ple in large stores and by sales trainers 
in the government’s distributive educa- 
tional program. 

She has conducted her own school of 
salesmanship in Kansas City and has 
served as advertising manager, personnel 
director and as general manager of vari- 
ous specialty shops, department stores, 
and chains of ready-to-wear stores. 


Eastcott Retires, Succeeded 
in Mich. by Howland 


Karl Z. Howland of Boston, regional 
supervisor of Sun Life of Canada for the 
eastern U. S. agencies, has been ap- 
pointed manager by that company in 
Grand Rapids, Mich. He succeeds W. 
Merrill Eastcott, manager there for 24 
years and with Sun Life 44 years, who 
has reached retirement age. Mr. East- 
cott, who has been very active in life 
underwriters associations, continues as- 
sociation with the Grand Rapids branch 
to service his clients. 

Mr. Howland has been in insurance 
work 22 years and with Sun Life in 
Maine, Massachusetts and Rhode Island 
14 years. 





New Sun Life Lansing Agency 


LANSING, MICH. — Establishment 
of a new central Michigan agency of Sun 
Life of Canada under William Bur- 
ligame, formerly of Toledo, as district 
manager, was announced at a luncheon 
honoring the retired manager, Fred W. 
Skinner, who was with the company 30 
years. 

W. S. Penny, director of agencies, and 
Seth C. H. Taylor, superintendent of 
agencies for the eastern United States, 
represented the home office. Mr. Taylor 
presided. 

The new office will be located for the 
present in the Olds Tower. Heretofore 
this section has been supervised from 
Detroit. 











Pan-American Puts 
Nonpar on 3% 


In view of the general low interest 
yield prevailing on high grade securi- 
ties, Pan-American Life Jan. 1 will go 
on the American experience 3% Illinois 
standard reserve basis for non-partici- 
pating insurance issued in the United 
States. Non-participating premiums will 
be revised and non-forfeiture values 
liberalized to conform with the higher 
reserves. 

There will be no change in rates, 
values and dividends on participating in- 


surance, since this class -of business 
already is on 3% reserve basis. All 
cash values, paid-up values and ex- 


tended insurance for participating and 
non-participating policies will be iden- 
tical. The new rate book being issued 
will carry both par and nonpar rates 
in compact form under one cover. 


Contracts Not Affected 


Increases have been made in matur- 
ity values of life income bonds with 
corresponding substantial increases in 
non-forfeiture benefits of these contracts. 
No increase in premiums has been ef- 
fected on “Commercial,” mortgage pro- 
tection, life expectancy, term plans, 
nominator agreement, home protection 
rider or continuous installment provision. 

The 20, 15 and 10-year home protec- 
tion riders, providing additional protec- 
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tion on a monthly income or commuted 
basis, will be added to policies as low 
as $1,500; heretofore the minimum policy 
to which the rider could be attached was 
$2,500. 

Interest on policy proceeds left on de- 
posit will continue at 3% for install- 
ment and life income options, however, 
interest allowed on procéeds left on de- 
posit under interest option will be at the 
new rate of 24%. 





Bankers of Iowa 
Retains Schedule 


The directors of Bankers Life of Lowa 
have voted to continue the dividend 
schedule which has been in effect in the 
last year, 





Connecticut General Is 
Continuing 1943 Scale 


Connecticut General is continuing its 
1943 dividend scale in 1944 on partici- 
pating life and annual premium retire- 
ment annuities. Interest on dividends 
and funds left under supplementary 
agreements will contmue at 3% unless 
a higher rate is guaranteed. 





Mutual Benefit Continues 
Present Dividend Scale 


The dividend scale adopted originally 
for 1942 and continued in 1943, is to be 
maintained for 1944, according to an an- 
nouncement by the Mutual Benefit Life. 
The interest rate applicable to settle- 
ment options remains at 3.25%, and the 
dividend accumulation rate continues 
at 3%. 





LIFE SUPERVISORS’ DINNER 


The annual Christmas dinner of the 
Life Supervisors Association of New 
York drew a large attendance. There 
were no speakers, the gathering being 
strictly a social one. Murray April, 
Continental American, president, an- 
nounced that the 17 members in the 
armed forces had received greetings and 
suitable Christmas packages. 
Rogers, Home Life, is chairman of 
service men’s committee. 

Guests included W. J. Dunsmore, 
Equitable Society, president Life Man- 
agers Association; D. H. Ward, Union 
Central, president, and R. F. Burns, ex- 
ecutive manager, New York City Life 
Underwriters Association, and S. S. 
Wolfson, Berkshire, president Midtown 
Managers Association. Arnold Siegel, 


the 


Berkshire, was in charge of arrange- 
ments. 
NELSON BERKSHIRE SUPERVISOR 


Berkshire Life has appointed Roy G. 
Nelson agency supervisor of the Ray- 
mond F. Thorne agency at 225 Broad- 
way, New York. 

Mr. Nelson entered life insurance in 
1937. Previously he was office manager 
of a prominent New York law office. 
For the past two years he has devoted 
the major portion of his time to broker- 
age work, 








Speaks on Pension Trusts 


Officers and directors of a business 
enterprise should not adopt a pension 
trust plan for their personnel before 
they have a complete understanding of 
what a pension trust is and does, L. M. 
Huppeler, assistant director of agencies 
Massachusetts Mutual Life, told the Life 
Insurance Trust Council of Connecticut 
at a meeting in New Haven. we 

He has charge of field sales activities 
of his company in pension trusts, which 
under his direction has prepared a man- 
ual for use in presenting pension trust 
plans to business executives. 
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Hedges in Live Talk 


to Cincinnati Men 


CINCINNATI— “The Wagner-Mur- 
ray-Dingell bill is one of the most sert- 
ous problems confronting insurance 
today and one which must be solved be- 
cause it shakes the very heart of 
democracy,” Herbert A. Hedges, presi- 
dent National Association of __Life 
Underwriters said in his address, “You 
Write Your Own Ticket,” before the 
Cincinnati association. “This bill can 
be met by the combined help of every 
life man and every life company,” he 
continued, telling of the National asso- 
ciation’s efforts to bring this message to 
every agent by getting it to every local 
association. 


Objectives and Accomplishments 


In a brief review of the objectives and 
accomplishments of the National asso- 
ciation, Mr. Hedges emphasized its op- 
position to any policy limiting the com- 
mission earnings of agents and its strong 
endorsement of the Bridges bill or any 
other plan whereby income tax credits 
would be allowed for life insurance pre- 
mium payments. Speaking of compen- 
sation, Mr. Hedges pointed out that the 
association’s attitude is that a “just type 
of compensation must be paid.” ‘ 

Following the presidential part of his 
address, President Hedges changed 
characters and became “Herb Hedges, 
life agent in Kansas City,” and ‘told of 
numerous personal selling plans and 
points which he has found successful. 
Life insurance selling, he said, is the 
most thrilling sport of all because it re- 
quires the combined nerve, skill, color, 
drive and “follow through” of all the 
famous American sports. ; 

Speaking of selling close corporations 
or partnership insurance, Mr. Hedges 
recommended asking the question, “Why 
was this partnership or company 
formed?” because when the prospect 
answers this, he tells you why life in- 
surance is needed. In working with the 
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Burroughs Clean-Copy Carbon Paper is fur- 
nished in sizes, colors, weights, finishes 
and grades to meet all usual commercial 
needs, from ‘one time’’ carbons to highest 
uality carbons for multiple impressions. 
or best results, standardize on Burroughs. 
Save money. too, through Burroughs Dis- 
count Purchase Plans. For full details, 
call your local Burroughs office or write 
Burroughs Adding Machine Company. 
Detroit 32, Michigan. 
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Burroughs 


SUPPLIES FOR BUSINESS MACHINES 





“big buyer” today who says he just 
won't make any more committments, he 
recommended the suggestion that the 
prospect merely “transfer” some of his 
other capital from its present form into 
life insurance capital. 

In closing, Mr. Hedges told how suc- 
cessful he had been in approaching the 
average man by just smiling at the 
prospect and saying, “You are not afraid 
of me, are you?”, to which he says the 
almost invariable answer is, ““‘H—no. Go 
ahead.” 


W. B. Hardy Presides 


Mr. Hedges was introduced by J. B. 
Moorman, Cincinnati general agent of 
Equitable of Iowa. W. B. Hardy, New 
England Mutual, president of the Cin- 
cinnati association, presided. W. H. 
Blohm, general agent Provident Mutual, 
was in charge of the program. 





Lackey Is Chicago Speaker; 
Sales Forums Start Feb. 19 


George E. Lackey, general agent of 
Massachusetts Mutual in Detroit, will 
speak on “Education Today for Tomor- 
row” at the annual joint meeting of the 
Chicago Association of Life Underwrit- 
ers and Chicago chapter of C.L.U. Jan. 
20. 

The program for the series of Satur- 
day sales forums to be started Feb. 19 
and continue for six weeks was an- 
nounced this week. The subject Feb. 19 
will be “The Future in Life Insurance;” 
Feb. 26, “Social Security—How It Can 
Help You Sell;” March 4, “Fourteen 
Million New Prospects—What to Do 
About Them;” March 11, “Key Man In- 
surance—a Fast Growing Field; March 
18, “Stretching Dollars to Meet Today’s 
Financial Needs;” March 25, “Handling 
Today’s Objections to Personal and 
Business Insurance.” 

There will be a number of sub-subjects 
under each of these major headings by 
lecturers whose names will be announced 
later. Raymond W. Frank, State Mu- 
tual, is chairman of the educational com- 
mittee which is conducting this activity. 
Enrollment fee for the entire series is 
= for members, $7.50 for non-mem- 
ers. 


Newfield Tells How He Has 
Used Social Security Angle 
SAN FRANCISCO—How he has 


used social security and other trends 
emanating from government sources and 
agencies to increase his production was 
explained by Lou K. Newfield, general 
agent of Lincoln National Life in Oak- 
land, in addressing the San Francisco 
Life Underwriters Association on “Uncle 
Sam’s Gift to the Life Agent.” 

This year Mr. Newfield has personally 
paid for more than $750,000 of new busi- 
ness by tying in present trends and fa 
cilities. 

The luncheon meeting was the or- 
ganization’s annual “good-fellowship” 
Christmas gathering. Many toys and 
other gifts, including money, were con- 
tributed and will be distributed Christ- 
mas day to homeless children through 
the San Francisco Children’s Agency. 

Henry E. North, vice-president of 
Metropolitan Life, presented C.L.U. cer- 
tificates to R. Edwin Wood, Phoenix 
Mutual; Stanley Brooks, Guardian Life, 
and James V. Lawrey, Northwestern 
Mutual, and the “charge” to the new 
C.L.U’s was delivered by Joseph Sousa, 
president of the San Francisco chapter. 








Senator Bridges Speaks at 
Joint Meet in Philadelphia 
PHILADELPHIA — Emphasizing 


that “life insurance must not be taxed 
out of existence,” Senator Styles Bridges 
of New Hampshire urged the passage of 
his bill in the Senate which “seeks to 
place the payment of life insurance pre- 
miums more on the basis with charitable 
deductions so that such payments may 

















OPPORTUN 


The Pan-American Life Offers: 


© A complete line of Policies 


and Non-Participating Plans. 


ITY 


on Participating 


®@ One of the most liberal Agency Contracts in 
America—Commissions plus cash allowances. 


@A Recruiting Plan and Special Training for 


New Fieldmen. 


@ A New System, relieving General Agents from 


detailed Agency Accounting. 


@ Attractive and Effective Sales Aids and Policy 


Illustrations. 


® Prospects for Insurance furnished 


through a Proven System. 


Correspondence invited with men not at present connected. 


PAN-AMERICAN 


LIFE INSURANCE COMPANY 


Address: 


Charles J. Mesman, Superintendent of Agencies 


New Orleans, U. S. A. 


Crawford H. Ellis 
President 


Edward G. Simmons 
Executive Vice-President 


\t would be a courtesy to THE NATIONAL UNDERWRITER 
if you will mention the name of this publication when reply- 


ing to the above advertisement. 


Pan-American Life Ins. Co. 
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Agents Make Money 


And 


Company Profits 


Effects of the Western Life’s basic 
policy of paying well for good quality business and of emphasizing 
personal production by general agents rather than agency building, 
are revealed in the following excerpt from a letter written by an 


outside insurance analyst: 


“You seem to be able to write business at a faster rate than the 
companies of your size and yet to have a lower termination rate 


than the average. 


That is certainly a healthy condition and I am 


happy to send you this note of congratulation.” 


If your personal production is $150,000 or more, you will be 
considered for a general agency opening in California, Oregon, 
Washington, Idaho, Montana, Utah or Wyoming. Check our 
financial statement. 


WESTERN LIFE 


INSURANCE COMPANY 


HELENA 


Since 1910 


Assets $17,580,470 


MONTANA 


Surplus to Policyholders, $2,600,000 


R. B. Richardson 
President 


Lee Cannon 
Agency Vice President 
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be legally deducted from the income 
fax.” 

Talking before a joint meeting of the 
Philadelphia Association of Life Under- 
writers and the Philadelphia C.L.U. 
chapter, Mr. Bridges pointed out the 
bulk of the middle class has not had its 
income increased to meet increased liv- 
ing costs. “Faced with this situation, 
many of these citizens are having seri- 
ous diffi culty in continuing payment of 
life imsurance premiums. These are the 
thrifty, self-reliant people who are at- 
tempting to supply their own security. 
They are the butwark of America.” 


Rochester Sens _—e Bond Setup 


The Rochester (N. Y.) Association of 
Life Underwriters is keeping its war 
bond organization together to partici- 
pate in future efforts. Philip O. Works, 
Penn Mutual, and Fred L. Mason, Trav- 
elers, are co-chair men, and Eugene 
Ging, Metropolitan, is chairman of the 
weekly premium division. 

The association has been widely 
recognized for its war bond work. Early 
this year it aided in establishing payroll 
savings plans so that Rochester was the 
first large city to qualify as a “Treasury 
city.” It aided materially in putting 
over the second and third war loan 
drives, and it successfully sponsored war 
bonds to pay for the destroyer “Donald 
LeRoy McAnn,” named for a Rochester 
service man who lost his life in the 
southwest Pacific. 


Give War Bond Sales Awards 


Awards for outstanding accomplish- 
ments in the third war loan drive were 
made at a lucheon meeting of the Dis- 
trict of Columbia Life Underwriters 
Association. J. A. Barbeau, home office 
agency manager of Acacia Mutual, was 
appointed war bond chairman. 

Certificates of merit were awarded to 
E. G. Adams, general agent Continental 
Assurance, for largest volume of war 
bonds sold in the last campaign; to Ross 
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Gleason, Travelers, for the largest num- of the Diamond Life Bulletins, spoke at Hedges, N. A. L. U. president, in address- 
ber of individual sales, and to Acacia the Dec. 13 luncheon meeting. ing a luncheon meeting. D. Maynard 
Mutual and Travelers agencies which Salt Lake City—E. E. Vandehei, dis- Thomas, president, presided at the 
luncheon which was attended by over 


tied. J. S. Myrick, vice-president Mu- 
tual Life, spoke against excessive taxa- 
tion. It was announced by-laws have 
been amended to provide for a class 
of associate members. 


Fox River Valley, Wis.—L. J. Evans, 
assistant director of agencies of North- 
western Mutual Life, spoke at a meeting 
in Oshkosh on “Looking Ahead for 1944.” 

course of financial 
high schools was ad- 
National Life 
president of 


Dubuque, Ia.—A 
economies for the 
vocated by C. V. Shepherd, 
of Vermont, Cedar Rapids, 
the Iowa association. 

He described the improvement in edu- 
cation of life salesmen and the general 
public and discontinuance of high pres- 
sure insurance selling as among the big- 
gest improvements of the war period. 

Indianapolis—Lawrence C. Woods, Jr., 
Equitable Society, Pittsburgh, gave an 
address Thursday on “Our Responsibili- 
ties and Opportunities in 1944.” 

Fort Wayne, Ind.—Clarence W. 
John Hancock Mutual, Boston, 
trustee, was principal speaker. 

Austin, Tex.—A quiz program was pre- 
sented. Questions concerned the differ- 
ence between the 3% and 3%% reserve 
company, the significance of the term 
“old line,’ tax exemptions which are al- 
lowed on income from life insurance, gift 
insurance, and the irrevocable benefi- 
clary. 

Aubrey 
man of the 
ported 11 new 
total to 88. 

Topeka, Kan.—The ladies’ night and 
membership banquet is being held Fri- 
day evening with Mrs. Patricia Solander 
of the Kansas highway department as 
guest speaker. All life men and their 
ladies, agency secretaries, home office 
officials and employes have been invited. 

Northern New Jersey—At a meeting of 
the advisory council, Arthur P, Morris, 
Home Life, Newark, was elected secre- 
tary. 

St. Paul-—A. kh. 


Wyatt, 
N, A.B... 


Frazier, Amicable Life, chair- 
membership committee, re- 
members, bringing the 


Jaqua, associate editor 
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tive home office. 


DELAWARE 
ILLINOIS 
INDIANA 
MICHIGAN 


111 NORTH BROAD STREET 





INCREASE YOUR INCOME 


We desire representation in a number of cities and towns located 
in the states mentioned below. 
Insurance Agencies who can produce from fifty to a hundred 
thousand life insurance a year can increase their incomes by repre- 
senting us under Agency Appointments direct with the home office. 
The opportunity to become General Agents is always open to those 
showing initiative. You would have the backing of a very coopera- 





Founded in 1906 
Address 


PHILADELPHIA LIFE INSURANCE CO. 


Insurance salesmen and General 


NEW JERSEY 
NORTH CAROLINA 
OHIO 
PENNSYLVANIA 


PHILADELPHIA, PA. 








trict manager of Equitable Society, spoke 
on “Self-Organization.” He said the 
greatest “stumbling block” for most life 
insurance salesmen is the approach. The 
skill with which an agent develops the 
reception he gets from his prospects is 
the determining factor looking to his 
success in life insurance. He admitted 
it is the hardest skill of all to develop. 
He told how he had developed such a 
technique, the difference it made when 


calling upon prospects, and the results 
obtained. 
Madison, Wis.—Don toss, merchan- 


dising manager of “Successful Farming,” 
will speak Dee. 17. 

Linecolu, Neb.--V. A. Marshall, Fair- 
bury, Neb., general agent Bankers Life 
of Nebraska, pointed out the fortunate 
position of life agents in war time. In 
addition to being in a business adaptable 
to all economic conditions, their shelves 
have not been stripped of merchandise 
and they are not vexed with priorities. 
Their income has not been frozen at 
1942 levels and they are not required to 
keep voluminous records nor fill out 
lengthy questionnaires. Customer pur- 
chases are not rationed and the agent’s 
chief competitors, the car and radio sales- 
men and the luxury trade, have been re- 
moved. 

toy F. Watson, consecutive weekly 
producer for 19 years of Midwest Life, 
described methods of handling difficult 
prospects. “Never argue, but keep 
bearing down on him as there is always 
a reason why the prospect should buy,” 
he said. 

President D. A. Campbell announced 
that a free clinic is being set up at the 
Lincoln USO manned by volunteer 
agents to counsel service men on insur- 
ance problems. 

Syracuse, N. Y¥.—W. H. Andrews, Jr., 
vice-president of N. A. L. U., was the 
speaker. President Clyde H. Rogers an- 
nounced membership is the largest in the 
association’s history. 

Utica, N. Y.—The importance of syste- 
matic savings as a means of combating 
inflation was stressed by Herbert A. 
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100. This followed a conference of about 
20 presidents of local associations from 
communities throughout the state. 
Edward Gettings, Northwestern Mu- 
tual, Albany, president of the state asso- 
ciation, presided over the conference, 
Other N. A. L. U. representatives present 
were William H. Andrews, Greensboro, 
N. C., vice-president, and Clifford H. Orr, 
Philadelphia trustee. 
Pittsburgh-—Frank IL. MeFarlane, 
Northwestern Mutual, Cleveland, § dis- 
cussed “Work Habits Work" at the De- 


cember meeting. 
Kk. M. Aiken, Equitable Society, ad- 
dressed a meeting at Butler on “Bright 


Spots” and gave the same talk at New 
Castle Thursday of this week. Attorney 
Rufus S. Marriner gave a talk at Wash- 
ington, Pa., on “From Diapers to. the 
Shroud.” 

Peoria, I1l.—F. G. Nunneley, Canadian 
sales manager of Caterpillar Tractor Co., 
spoke at the annual stag dinner meet- 
ing on “United States Development in 
Alaska and the Canadian Northwest.” 
The program also included sound motion 
pictures on Alaska, the Alean highway 
and the Canol project. 

Howard Ek. Rineheart, agent Pruden- 
tial, has been appointed secretary-treas- 
urer to succeed Steve Batorson, formerly 
associated with the same company who 
has left insurance work. 

La Salle, Iik.—Dr. James H. Pearce, 
associate general agent of Connecticut 
Mutual Life at Peoria, spoke. 

Milwaukee—C. C. Klocksin, legislative 
counsel of Northwestern Mutual Life, 
spoke on “Life Insurance—a Stabilizer 
in War or Peace.” 

Gary, Ind.—About 50 members, the 
largest turnout of the year, were pres- 
ent to hear B. T. Kamins, agency direc- 
tor of Alliance Life, discuss “Improved 
Methods of Doing Business Today.” 

President Leo C. Scheibelhut, Pruden- 
tial, announced that membership of the 
Gary association has almost doubled in 
the past few months as the result of a 
membership campaign recently inaugu- 


nce neet 


a 
every | thera 


ection to Lu 


ding New York. Write today 
u 


ane COMPAR 


VERLY, ! 





a LEADER «1 LIBERALITY 


One of the first companies to provide Pension Plan and Lifetime 
Service Commissions, PLUS liberal First and Second Year Commis- 
sions, PLUS New Organization and Economy Bonuses and Bonus 


Point Pre 


iums, PLUS effective Sales Aids and Educational Program. 


Write: M. ALLEN ANDERSON, 1st V.P., Director of Agencies 
“Registered Policy Protection” 
REPUBLIC NATIONAL LIFE INSURANCE CO. 


Theo. P. Beasley, President 


HOME OFFICE 


DALLAS 8, TEXAS 












































December 17, 1943 


a INSURANCE bailaetal 














rated. George C. Jackson, Lincoln Na- 
tional, is vice-president, and W. F. Grif- 
fin, Alliance Life, secretary-treasurer. 


Padueash, Ky.—More than 200 attended 
the recent sales congress, including dele- 
gations from Louisville, Evansville, Ind., 
Jackson, Miss., and St. Louis. Speakers 
included Lewis I. Petzold, district man- 
ager at Evansville, for John Hancock 


Mutual; W. H. Andrews, Jr., N. A. L. U. 
vice-president; John W. Brow n, general 
agent Mutual Benefit Life, Louisville, 


and John A. Witherspoon of Nashville, 
former N. A. L, U. president. The chair- 
man of the morning session was Cecil 
Draffen, president of the Paducah asso- 
ciation, while W. Ray Moss, president of 
the Kentucky state association, presided 
in the afternoon. The luncheon speaker 
was Terry Smith of Mayfield and Schultz 
Riggs presided at that time. 

Rochester, N. Y¥.—A. Rogers Maynard, 
superintendent of agencies of Metropoli- 
tan Life, addressed a luncheon meeting 
Thursday. 

Toledo, 0.—James C. McFarland, Cin- 
cinnati general agent of Ohio State Life, 
spoke Thursday on “The Philosophy of 
Simple Programming.” 

That evening he was the guest of Man- 
ager J. Earl Pullen at the Christmas 
party of the Toledo agency of Ohio State. 
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Senate Committee 
Exempts Fraternals 


from Section 112 


WASHINGTON—Fraternal organiza- 
tions would be exempted from section 
112 of the revenue bill requiring an- 
nual financial returns from tax exempt, 
non-profit organizations under an 
amendment adopted by the Senate 
finance committee. 

Martin H. Miller, national legislative 
representative of the Brotherhood o 
Railroad Trainmen, appeared at a re- 
cent hearing of the Senate finance com- 
mittee to express objection to the pro- 
vision in the revenue bill that has been 
approved by the House ways and means 
committee requiring organizations that 
are exempt from federal income tax to 
file so-called information returns. He 
stated that members of the brotherhood 
are regularly provided with reports of 
financial receipts and disbursements. The 
general committee and state legislative 
boards are required to furnish each lodge 
and local chairman or representative a 
quarterly statement of receipts and dis- 
bursements. The general secretary and 
treasurer furnishes each lodge, grand 
lodge officer, chairman of general com- 
mittee and state legislative board with 
a monthly statement of all receipts and 
disbursements. The official monthly 
publication contains itemized disburse- 
ments from the insurance fund and 
monthly statements are issued on the 
disbursements of accident and health 
and hospital insurance. Quarterly state- 
ments are issued on the disbursements 
from the tuberculosis fund and the 
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general secretary and treasyrer also fur- 
nishes each lodge with an annual state- 
ment covering the receipts and disburse- 
ments from all funds. 


Requirements of Bill 


Section 112 of the revenue bill, he 
observed, would require the brotherhood 
to file an annual return which shall con- 
tain or be verified by a written declara- 
tion that it is made under the penalties 
of perjury, stating specifically the items 
of gross income, receipts, and disburse- 
ments and such other information as the 
commissioner with the approval of the 
Secretary of the Treasury may by regu- 
lations prescribe and shali keep such 
records, render under oath such state- 
ments, make such other returns and 
comply with such rules and regulations 
as the commissioner may prescribe. 

Mr. Miller stated that if the brother- 

hood is required to comply with those 
provisions it will be compelled to keep 
additional records, make up new and 
different reports and this would add un- 
necessarily and unreasonably to the cost 
of operations. They charge that this is 
a far flung departure from what should 
constitute a revenue raising bill. These 
provisions, he said, do not seek to raise 
any revenue but are only an attempt 
“to have a department of government 
inquire into the business and affairs of 
groups not considered taxpayers under 
the law.” He asked why the provisions 
of the bill separate from the tax exempt 
organizations the religious, educational 
and charitable organizations. 

The fraternals in general, it is under- 
stood, are much exercised by section 112 
and they are following the consideration 
of this measure intently. 





Tidwell Arkansas Manager 


W. A. Tidwell, Louisiana manager of 
Woodmen of the World, Omaha, since 
1938, has taken up his new duties as 
Arkansas manager in 202 Fraternal 
building, Little Rock. He succeeds B. B. 
Raglin, who died recently. Mr. Tidwell 








Make Liberty Last Forever! 
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The two “best buys” on the 
market today are government 
securities to aid the war effort 
and the legal reserve life insur- 
Neighbors of 
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ance of Royal 


has been with the society for 37 years, 
starting in Arkansas. He was clerk of 
the circuit and chancery courts 1914- 
1919. 


Baker and Stock 
Head Maccabees 


Joseph B. Baker of Detroit was named 
supreme commander of Maccabees to 
fill the unexpired term of Ethan W. 
Thompson, who died Dec. 1, and John 





J. B. Baker J. P. Stock 


P. Stock of Chicago, a trustee, Illinois 
manager and great commander of that 
state, was appointed supreme record 
keeper. Mr. Baker has held the latter 
post for a year and Mr. Stock will fill 
the unexpired term. 

The supreme commander post is a 
full-time one and is the highest in com- 
mand of the society. Mr. Baker has 
been prominent in Maccabees history for 
over 50 vears. He was born Oct. 24, 
1878, and began with Maccabees as an 
office boy at 14 under Major Nathan 
Boynton, the founder, in the former 
headquarters in Port Huron. Since then 
he has served as office manager, auditor, 
fraternal field worker, manager of 


Maccabees building in Detroit, great 
commander of Michigan and-~ record 
keeper. 


He was responsible for organizing the 


Ba 


Raw Senennd bie Fidelity. 
Folk on 25th Year 








Walter C. Below, president of Fidelity 
Life, in December is winding up 25 
years’ service with that society and has 
received many congratulatory messages. 
Lodges are planning celebrations in his 
honor. George S. Francis, Minnesota 
supervisor, has scheduled a Christmas 
party for Dec. 20 at which President 
Below will be guest of honor. Thomas 
O. Hertzberg, general sales manager, 
also will attend from the home office. 
There will be a Santa for the youngsters, 
an entertainment program and refresh- 
ments. 








Greater Detroit tent, largest Maccabees 
lodge in the United States and Canada. 
As great commander of Michigan he 
supervised the society’s 600 lodges and 
60,000 members in the state and was 
prominent in merger of Michigan Union 
Fraternal Society with Maccabees, which 
added over 10,000 members. He became 
great commander in 1939 and was re- 
elected for four years in 1941. 

Mr. Baker is past secretary of Michi- 
gan Fraternal Congress, having served 
for several years, and past president of 
the State Fraternal Congresses section 
of the National Fraternal Congress. 

Mr. Stock’s new post also is a full- 
time one, corresponding to secretary- 
treasurer, and places him second in 
command. He will supervise invest- 
ments and manage Maccabees interna- 
tional headquarters in Detroit. 

He has been prominent in Maccabees 
for over 27 years. Mr. Stock was born 
Sept. 23, 1894, and began as secretary 
to the great commander of Illinois in 
1916, doing trial reporting and taking 
shorthand notes of Maccabees conven- 
tion addresses. 

He became assistant great commander 
of Illinois in 1919 and MS ge the death of 
Great Commander H. N. MacFarlane in 
1932, was elected his successor and still 
holds the post. At that time he also 
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was a trustee of Maccabees, which post 
he has held continuously since then. 
Last year he was elected vice-chairman 
of the board. Mr. Stock has been chair- 
man of the budget committee since 1933. 
He was president Illinois Fraternal Con- 
gress 1936-37, served on committees of 
the National Fraternal Congress, and is 
a member of the executive committee 
for Illinois. He and Mrs. Stock will 
make their home in Detroit. 


Mrs. Dugan President 


of Minn. Congress 
MINNEAPOLIS—Mrs. 





Edna Dugan, 


Degree of Honor, St. Paul, was elected 
president of the Minnesota Fraternal 
Congress at the annual meeting here. 
John M. Aretz, Catholic Aid, St. Paul, 
is first vice-president; Mrs. Marie 
O'Brien, Royal League, Minneapolis, 
second vice-president, and Mrs. Luella 


ives, Royal Neighbors, Minneapolis, re- 
elected secretary-treasurer. 

New. executive committee 
W. K. Blewett, Maccabees, retiring 
president; W. G. Fisher, Lutheran 
3rotherhood, Minneapolis; B. M. Wac- 
— Equitable Reserve, Minneapolis; 
i S. Francis, Fidelity SS) 
Paul; Hugh Young, Catholic Foresters, 
Minneapolis; Mrs. Anna Dupuis, Wood- 
men Circle, St. Paul, and Mrs. Fannie 
Miller, Women’s Catholic Order of 
Foresters, Minneapolis. 
Below Extends Greetings 

Walter C. Below, president Fidelity 
Life, extended greetings from the Na- 
tional Fraternal Congress. 

The future of fraternal 
hinges to a large extent on 
ment of junior business, Mrs. 
M. Watkins, junior director Modern 
Woodmen, Rock Island, IIl., declared. 
Fraternals can do much to solve juvenile 
delinquence that is sweeping the coun- 
try. 

Other speakers were H. 
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field director Equitable cates and 
H. S. Hudson, Portland, Ore., trustee 
Maccabees. A skit on selling insurance 
was presented under the direction of 
W. G. Fisher, Lutheran Brotherhood. 





Sponsors Radio Program 


Aid Association for Lutherans has 
started a series of Sunday evening radio 
programs over station WIND, Gary, 
Ind., entitled the Valparaiso University 
hour. The society last year also spon- 
sored the series, which is broadcast from 
the university and has a program of 
music and interesting discourse. The 
series runs for 26 weeks, the program 
running from 8:05 to 8:30 p. m. each 
Sunday. Dr. Theodore Hoelty-Nickel, 
head of the university’s school of music 
is director of the musical program. 





Lutheran Brotherhood Record 


MINNEAPOLIS—Lutheran Brother- 
hood will round out its silver anniver- 
sary year Dec. 31 with $100,000,000 in- 
surance in force. New business this 
year totals around $12,000,000, assets 
close to $18,000,000 and surplus $2,000,- 
000. 





Manager Callahan Retires 

B. B. Callahan, for 26 years district 
manager of A. O. U. W. of North Da- 
kota in that state, has retired. He was 
born in Carrickmaross, Ireland and 
came to the U, S. in 1902. He attended 
University of North Dakota and was 
admitted to the bar in 1914. 





Juvenile Superintendents Meet 


Fidelity Life held a round table con- 
ference of juvenile superintendents at 
the home office in Fulton, Ill. Super- 
intendents attending won the trip by 
outstanding work in the last four 
months. President Walter C. Below 
presided and led discussions on the rit- 
ual, business meeting, and program for 
lodge meetings. T. O. Hertzberg, gen- 
eral sales manager, gave a brief talk on 
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the lodge as a sales medium. Harold 
Allen, publicity director, discussed the 
effective use of publicity. | 





“ACCIDENT 


Fowler to Pacific 
Mutual Home Office 


C. Herbert Fowler, general agent of 
Monarch Life at Peoria, Ill, will leave 
Dec. 31 for Los Angeles to take charge 
of the commercial accident and health 
sales department in Pacific Mutual 
Life’s home office. 

Ackerman, an agent of Mon- 
arch Life in Springfield, Ill., has been 
named to succeed Mr. Fowler as gen- 
eral agent in Peoria and will take over 
Jan. 1. He has been with Monarch 
seven years. 

Mr. Fowler has been with Monarch 
10 years. He was transferred to Peoria 
a year ago from New Hampshire. As 
general agent in Peoria he has super- 
vised activities in 45 counties. He has 
been active in life association work for 
20 years and also has served as secre- 
tary-treasurer of the Peoria Accident & 
Health Association. He founded the 
first accident and health association in 
New Hampshire. 

Succeeding Mr. Fowler as secretary- 
treasurer of the Peoria Accident & 
Health Association is C. C. Inman, vice- 
president Illinois Mutual Casualty, who 
has served as assistant secretary-trea;- 
urer. 


Miller Elected President 
of Kansas City Association 


At the annual meeting of the Kansas 
City Association of Accident & Health 
Underwriters John E. Miller, Columbian 
National Life, was elected president; 
Carl Damon, Postal Life & Casualty, 
vice-president, and William A. Young, 
Connecticut General, secretary-treasurer. 

The four new directors are L. Tuller 
Bayless, Pacific Mutual, and K. W. 
Stockton, Business Men’s Assurance, 
for three years; C. L. Hobbs, Washing- 
ton National, two years; C. V. Cochran, 
General American, and Ralph Metcalf, 
Massachusetts Bonding, one year. Lysle 
Kindig of Lysle Kindig & Associates, 
retiring president, is board chairman. 

F. Glenn Packwood, manager of Mas- 
sachusetts Bonding, spoke on “Making 
The Presentation.” Mr. Packwood will 
give the same talk at the winter meeting 
of the National association in Des 
Moines. 


Trade Union A. & H. Unit 
Is Established in Pa. 


The Trade Union Accident & Health 
Adjusters Association has opened offices 
in the Lincoln-Liberty building, Phila- 
delphia. This company has been author- 
ized by National Casualty to handle 
claims and to supervise the servicing of a 
group policy just written for American 
Federation of Hosiery Workers covering 
25,000 members. All members of this 
federation who were working on Nov. 
29 are covered. 

The entire premium is to be paid by 
the employer. The plan was originated 
by Trade Union Accident & Health As- 
sociation, recently established in New 
York. 

T. R. Keucher is to be manager for 
the company in Pennsylvania. He was 
manager of the accident and health de- 
partment of Manufacturers Casualty, and 
has had 20 years’ experience in the acci- 
dent and health field. 

The officers of Trade Union Accident 
& Health Adjusters Association are: Al- 
fred G. Baker Lewis, president; John F. 
Lewis and T. R. Keucher, vice-presi- 
dents; Philip G. Fitz, secretary. 














Compton to Move Office Dec. 31 


Don E. Compton, Chicago branch 
manager of Provident Life & Accident, 


will move that office Dec. 31 from the 
Insurance Exchange building to the New 
York Life building, 39 South LaSalle 
street. The quarters are 50% larger. but 
have been divided so the life and acci- 
dent office will be located in 822 and 
the railroad and group service depart- 
ments in 823. Robert Van Den Elzen 
is the manager of the railroad depart- 
ment and Roy Riley of the home office 
temporarily is handling the group de- 
partment, due to the resignation of John 
O’Connor to go with the Continental 
Casualty home office. 
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Berkshire Life — Its annual Boosters 
Campaign in October and November 
exceeded in paid business same period 
in 1942 by 65%. Drive went over top 
with 122.3% of quota. S. S. Wolfson, 
general agent New York City, director 
of campaign, conceived and organized 
this sales promotion plan in 1938, which 
is an annual activity. R. P. Gygli, gen- 
eral agent, Cleveland, attained 293.7% 
of his agency quota. S. A. Verminski, 
Albany, N. Y., is top producer in paid 
volume; H. M. White, Chicago, top 
producer in paid premiums; G. H. Dor- 
wart, Philadelphia, top producer in 
number of insured lives; J. A. Califano, 
Albany, top producer in total submitted 
applications. 

National Life, Vt.—Sales of new life 
insurance in November exceeded the 
same month in 1942 by 27.20%, in- 
creased 15.38% in the first 11 months. 
Insurance in force gained $23,854,006 in 
the 11 months. L. P. Brigham, super- 
intendent of agencies, in a letter to 
general agents, stated final figures for 
the year would show an increase in 
business in force greater than recorded 
in any year since 1929. 

Union Central Life—Paid for business 
on life plans in November totaled $4,566,- 
518, an increase of 28% over November, 
1942. This was the sixth consecutive 
plus month. November was the fifth 
month that the New York agency paid 
for more than $1,000,000 of new business. 
Its 11 months total is $11,517,632. The 
goal for 1943 which is to get the largest 
gain of life insurance in force the com- 
pany has had since 1931, promises to be 
attained. 





War Clause Decision Is 
Won by Insurer 


The Georgia court of appeals in Lind- 
sey vs. Life & Casualty, a case turning 
on a war clause question, gave a decision 
favorable to the insurer. Marvin Z. 
Lindsey was the insured. He bought 
the policy of principal amount of $228 
with double indemnity provision, in 1932. 
His mother, Mrs. Vinie Lindsey was 
the beneficiary. 

Marvin Lindsey was in the army, sta- 
tioned at Camp Blanding, Fla. He was 
killed in an automobile accident near 
Atlanta while at home on furlough. 

The policy provided that in time of 
actual war, the insured must obtain a 
written permit from the insurer for serv- 
ice in the armed forces and must pay an 
extra premium. Failing to get such per- 
mit the company’s liability would be 
restricted to the net reserve on the pol- 
icy in the event of death while enrolled 
in the armed service. The provision con- 
tained an exclusion of coverage “while 
the insured is in military service in time 
of war.’ 

Lindsey had not obtained a permit for 
army service from Life & Casualty and 
the court held that the insurer’s only 
liability is $42.61, the net reserve on the 
policy. 

Walter A. Sims, Ralph G. Sims, At- 
lanta, was attorney for the beneficiary 
and Carl B. Copeland of Atlanta for 
Life & Casualty. 





The book every A. & H. man should 
read—“Planned Salesmanship,” by Cous- 
ins. $3.00 from National Underwriter. 











December 17, 1948 


LIFE INSURANCE EDITION 








eas and Sugge tion 


Can Recruit Successtully 
if Proper Approach Is Used 


Recruiting is probably the general 
agent's most important job today, and 
yet in spite of all of the difficulties 
which face the manager who is trying 
to make a showing by holding up pro- 
duction or increasing it, getting good 
new men is not at all impossible; even 
under today’s conditions some ot the 
proven formulas for successful recruit- 

do ‘work, A. R. Klein, general 
eent in Chicago for Home Life of 
said at a recent meeting of 


New York, 
eneral agents of that company. 
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e. There are many opportunities to 
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iry service by taking defense jobs 
Uniniormed laymen generally — believe 
that prospects for life sales are few and 
far between. These and many other 
ipparently sound reasons tend to dis 
hard-headed- general 
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of these men is that the ill try to 
hol their present i7Zatiol to 
et ind then start 
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bie wav after the war is over 
Some general agents, 


lopted a militant attitude toward get 


however, hav 


new men and are being successful, 

he leclared, They believe there nevei 
as a better time to do a vood recruit- 
ing job Mr. Klein said that in his 


entire career in the business, which in 





ludes 11 vears of management, l¢ 
ot seen so many eligible men 
ile d disturbed about their w 
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Can Be Sold on Business 
Many men are confused by © the 
quickly changing conditions in the busi 
ness world and are greatly concerned 
ihout how they are going to fit into 
the picture in the “new order of 
things.” A c¢ clear explanation of 
he importance and place that life in 
surance will play in whatevet 
may be in the future, 
hope and reassurance to such men, le 
said. By explaining to him the stand 
by which life management is abl 
to pre-determine his aptitude for sue 
in this field, managers and general 
agents can help him find his right place 
\lany managers are too much con- 
with the methods and tools to 
” used in recruiting and not excited 
enough about the philosophy or im 
portance of recruiting, Mr. Klein said. 
f general agent is to succeed, he 
ist build an organization, h¢ 
] more men. Therefore, the job 
ruiting should overshadow every 
other agency activity. The method is 
not nearly as important as the realiza- 
tion by the general agent that unless 
he does something every day about re- 
cruiting he is neglecting the main func 
tion of his job. 
Back of a strong recruiting attitude 
towards his job, Mr. Klein said, must 
| conviction that he has 
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must 


be the firm 
something more to offer to prospective 
agents than other businesses can offer 
-and more, even, than other life com- 
panies have to offer. He must be given 
the conviction that this is a career of 
dignity, Opportunity and service. By 
nceentrating on men who will be re- 
ceptive to the professional concept of 


an underwriting career, the 
agent will turn up the men he wants, 
Mr. Klein said. If the general agent 
cant generate enough enthusiasm him 
self, he should bring one or two men 
into his agency who can. 


Adds Five New Men 


Mr. Klein has added five new men 
i March 1, none of 
previous life insurance 
was convinced 
have interested them in 
under today’s conditions 
other basis than of showing 
them how they could start in a new 
business and succeed from the begin- 
ning. Yet they are more than paving 
their way. \ll of them already are 
zood producers and some of them are 
company leaders. 

Mr. Klein said he could delegate 
responsibility in his office to 
someone else except that of recruiting. 
\ large p f j general 
1 compensa 
equivalent to 
stenographer at about 
$130 per month. Yet the 


assumed when he 


general 


to his agency since 
whom had any 
experience. He said he 
that he could 


Ife Insurance 





on any 
] 


every 





or the joh as 





gents is clerical, he 


; 
ion for which would be 





at of a sood 
responsibility 
started as a gen 
cral agent was to build an agency. 
The job is not a cinch; it requires 
nothing short of every effort, maybe 
regulation eight hours a 
lav. but it can be donc 
The general agent can’t approach the 
problem as the agent who is on_ his 
way out of the business approaches his 
He learned too late that prospecting ts 


the number one job in selling In just 
the same way, the general agent must 
recognize, before it is too late, that 
ecruiting is the No. 1 job in agency 
nanagenient, and it must be done 

ast and all the tim I 

o this conviction, he will be 


more than the 


first. 
f he holds fast 
amazed 
to learn that the other problems of run 
seem to take care ot 
Klein 


ning an agency 


themselves, MMi said. 


Juvenile Has Strong 
Sales Appeal at 
Present Time 


\gents of companies not having war 
juvenile policies are finding 
rs interested in buvinge polici 
sons Hollis Beckman, Rockford, Tl. 
reneral agent Mutual Trust Life, is 
indinge that under the emotional stres 
the war fathers tend to b« 

1 
| 


ses On 





of more re 
ceptive to the idea of helping their sons 
eet an early start on their insurance 
so that they will not only get a policy 
without a war clause but they will ben 
t from the low initial rates as well. 
Mr. Beckman uses a chart showing 
the juvenile rate as compared to. the 
rate the son will have to pay if he waits 
to take insurance until he is throug! 
schoo} and working. He then show: 
how the annual increase in cash value 
when the boy gets older is nearly equal 
to the annual premium. Mr. Beckman 
recently talked to a bank president 
about taking a $10,000 policy on the lat- 
ter’s son who soon would be 14% and 
would then no longer be able to get a 
policy without a war clause. The 
banker wanted to apply for the policy 
at once although Mr. Beckman didn't 
have his rate book with him. Mr. Beck- 
man said he would drop back but the 
banker didn’t want to wait so he signed 
the application and gave Mr. Beckman 


could fill in 
the amount of the premium later. 
With so many men with money buy- 
“inflation proof’ in 
vestment it pays life insurance men to 
wn farms in light of Mr. Beckman’s 
\ friend of his had a large 
sum of cash in the bank and when Mr. 
Beckman called at the man’s home to 
talk about investing it in life insurance 
thy friend said he Was thinkine about 
buving a farm. Mr. Beckman then pro- 
ceeded on the assumption that the 
friend wanted to buy the farm he owned 
began to relate all the difficul 
ties involved in farm ownership includ 
ing: “You have to pull a lot of teats to 
eet enough milk just to pay the taxes.” 
Mr. Beekin: wouldn't 
ll his f the man even if the 
a substantial profit as he 


blank check so that he 
ing farms as an 


expe rience. 


and he 








‘lared } 
declared ne 








, prospect's friendship too 
nuch He said he wanted to continue 
to be triends and play goli with the 


but he knew tf he sold him. thr 
al the man would probably avoid him 
from then on. By this time the man’s 
wife was in on the conversation and she 
didn’t want to have anything to do with 





farms under such = dn circumstances. 
Phe upshot was a substantial retirement 
income contract sale. 


Facilitates Close 


Faking advantage ol psychological 
situations facilitates the close, 


tough cases. Mr. Beckman finds. 


especi 


ally On 


One of his prospects was especially an- 
tagonistic toward the idea of lite insur 
ance. Mr. Beckman called at his home 


one evening and there was considerable 
eencral talk. The baby woke up and 
was brought in for a few minutes. 
lv afterwards Mr.-Beckman arose 
and announced he was going home. “I 
when | am licked, but it wasn't 
you who licked me,” he told the father. 
“It was the Then he 
that inasmuch as the baby wasn't worth 
buving $10,000 11 insurance i there 

lim talking further. As 
he rose he added, “Anyway, there isn't 





ShHnorti 





know 


baby. observed 











was no use ot | 





enough light for me to read my rate 
ook Both parents rushed for the 
main light switch and the father not 


only signed a $10,000 application but 





brought the cash in the next dav as 
oon as the bank was ope 
\nother time Mr. Beckman had beet 
told by a clothing store owner to 
in three months and he was 
out ready to leave when an old man 
came in to leok at canes. He was using 
borrowed one but said he was going 
» buy one of his own for #1! the next 
ionth as the old age assistance act was 
ine into effect and he would be t 
» $15 a month. It didn’t take Mr. 
kman lone to tu that emphasis 
what only $15 a month means to an 
1 man into a sale of life insurance 
the store owne1 





Family Income for Year 


ce 


Shows Sharp Increase 





\pproximately 1,000,000 urban families 
ve moved up from the under $2,000 
income class during the past vear ac 

rding to the Macfadden publications’ 
research department. There is about a 
6% gain in the group earning $5,000 or 
more per year; 10% in the $3,000-$4,999 
and $2,000-$2,999 classes: a correspond 
ing decline of 20% in the group earning 
under $1,000; and a 6% decline in fam- 
ilies making $1,000-$1,999. 

The survey, based on 20,597,000 family 
units, indicates 8.9% are earning above 
£5,000; 18.1% between $3,000 and $5,000: 
21.8% between $2,000 and $3,000; 29.8% 
between $1,000 and $2,000; and 11.4% 
under $1,000. 


MANAGERS 


Bogardus Heads Boston 
General Agents, Managers 


BOSTON At th 








the Genera \gvents & 
clatior loht () Bogat 
president Vice-presicde 
Lanig “\ 


son; 


directo 





J. O;. BOGARDLUS 


Fitzmaurice, Ralph Harney, Charles Bb 
Johnson, Kenneth L. McLean, and 
Norman Rowley. 

After the business meeting the mem- 
bers assembled for a lobster dinner. 
Herbert A. Hedges, N.A.L.U. president, 
Was speaker of the evening. 


Beam Is Cleveland President 

W. Allen Beam, Mutual Life, 
has been elected president of the Cleve 
land Life Insurance Executives Club, 
succeeding Warren H. Smith, North- 
western National Life. Edward L. Rei 
ley of Penn Mutual Life, is vice-president, 

1 tere - 


State 


and | tor Lel.aurin, Sun Life of 
Canada, secretary-treasurer. Donald E. 
Hanson, Aetna Life, and Sidney B. 
Rosenbaum, Connecticut Mutual Life, 


were named directors 


Peoria Cashiers Hear Thorson 





Hlow insurance cashiers can help 
salesmen overcome the difficulties im 
posed by wartime was told by C. G. 
Thorsot ) Peoria (IIl.) 


resident of the 
Insurance Cashier \ssociation at its 
meeting 

‘As the bulk of ow 


bovs and men 


clientele, the 
between the ages of 20 
and 40, now ts in the 
pproach and type of pol 
icy has had to be adopted bv field men,” 


armed forces, an 


he stated. Juvenile insurance policies 
and insurance for women war workers 
were two of the more important inno 
vations which he discussed 





Insurance Trusts Seattle Topic 

New angles in the promotion of insur 
ance trusts were considered by the Se- 
attle Life Insurance & Trust Council. 
Leslie Adams, Bankers Life of Iowa; 
Robert E. Lewis, vice-president Pacific 
National Bank, and Franklin G. Stull, 
general agent Penn Mutual, were the 
principal speakers. 

Dr. Jonathan B. Forman, editor of the 
Ohio State Medical Journal, addressed 
the Columbus Life Cashiers Association 
Tuesday on the Wagner-Murray-Dingell 
bill. 


The Life Insurance Cashiers Associa- 


tion of Milwaukee held its Christmas 
party Dec. 14. Harry Unke, North- 


western Mutual was chairman. 
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Policy Dividends 
for 1944 Shown 


The 1944 schedule of dividends to be 
paid by the Savings Banks of Connecti- 
cut are on the same basis as those paid 
in 1943, this organization's first dividend 
experience. These dividends may be 
used in the usual maner; if used to pur- 
chase paid-up additions such addition are 
participating. 

Under the 1944 dividend schedule, 





ILLINOIS 


these additions will receive a cash di- 
vidend of $2.50 per $1,000 for all ages 
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and durations whether life or endow- 
ment. If dividends are left to accumu- 
late, interest at the rate of 3% is to be 
paid during 1944. 

Dividends shown in the accompanying 
able are the first and second dividends 
payable on policies issued in 1942, at 4- 
year age intervals: 

Straight 20 Payment 


Life Life Up at 65 
Age Ist 2nd Ist 2nd Ist 2nd 
10.....$1.82 $2.15 $1.47 $1.83 $2.21 $2.55 
15 . 2.06 2.33 1.83 2.14 2.45 2.72 
20.. . 2.14 2.44 1.94 2.27 2.52 2.82 
35. . - 2.31 2.57 2.25 2.56 2.67 2.94 
30. . BbB 8.76 2.65 2.91 2.90 3.15 
aa 2.75 3.01 3.06 3.34 3.14 3.41 
40. » Be Biey 3.69 3.93 3.66 3.89 
RS cove 3.33 3.56 4.03 4.28 4.038 4.28 
50. 3.51 3.75 4.36 4.63 4.65 4.96 
55..... 3.65 3.85 4.50 4.85 5.61 5.95 
60.. 3.82 4.06 ao als rise en 
65..... 4.12 4.50 pee dat 
20 Year Endowment 

Endowment at 65 5 Yr. Term 
Age Ist 2n lst 2nd Ist 2nd 
10.....$2.60 $2.97 $2.43 $2.70 as 
15..... BOO See 2.42 2.71 a ais bra 
20, 326° 3.87 2.28 2.73 $0.78 $0.87 
Chives Se Bae 2.41 2.77 0.81 0.89 
30. 3.17 3.43 2.66 2.91 0.84 0.94 
es 3.18 3.51 2.90 3.18 9.89 1.00 
40. 3.54 3.77 3.42 3.64 0.98 1.10 
45....5 S10 4,01 3.72 4.01 1.12 1.28 
50. . 4.02 4.32 4.26 4.58 1.388 1.59 
| 4.12 4.46 5.05 5.44 1.86 2.18 
60. noe ae as nae 2.67 3.16 


Non-Medical Liberalization 
Announced by Travelers 


Travelers now accepts non-medical for 
amounts from $1,500 to $7,500, ages i6- 
40, inclusive. The previous limits were 
$2,300 to $6,000. The forms of insurance 
now written are term expectancy or 
higher premium form or a combination 
of these forms with double or triple pro- 
tection or family maintenance. 
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HOST to MOST 


Martin 


WHO VISIT, BALTIMORE 


Baltimore is knee-deep in war! Surrounded by war 
production industries located near the 
Washington scene . . . Baltimore has pecome 

a focal point of wartime activities. 

This has created problems . . . problems 
that you can help to solve. Make your 
reservation in advance . . . cancel it 
promptly if you cannot use it... 
be patient if the service is not 
as smooth and speedy as in 

pre-war times. 

As Americans we are 
proud we have these 
problems . . as hotel- 

men we ask your 
indulgence. 





700 rooms — 
each with 
radio, tub and 
shower. 


THE 
LORD BALTIMORE 


HOTEL 


BALTIMORE-1 * MARYLAND 


Prime Issue in 
an Illinois Case 


The Illinois appellate court, first dis- 
trict, affirms the lower court in Moscov 
et al. vs. Mutual Life of New York. 
Suit was brought to recover disability 
benefits and the return of premiums 
paid. A certificate of a physician had 
been given to the company notifying it 
that the insured was suffering from 
paralysis agitans and had been unable 
to follow his usual work. Demand was 
made on the company to pay the dis- 
ability benefits and to return the pre- 
miums paid since the date of disability. 
The company refused to pay the bene- 
fits, asserting that it was not liable un- 
der the contract since it had not been 
notified of the disability on or prior to 
the date on which plaintiff was 60 years 
of age. Plaintiff contended that even if 
the giving of notice before age 60 were 
a condition precedent, the assured was 
excused from giving notice because of 
the impairment of his mental faculties. 

In affirming a finding for the defend- 
ant, the higher court held that under the 
law of Pennsylvania, where the policy 
had been issued, or under the law of IIli- 
nois, the insanity of the insured does 
not excuse the furnishing of proof of 
disability before the age of 60, and that 
since the policy was issued in Pennsyl- 
vania, it is to be construed according 
to the laws of that state. 


Tells of Jap Seizure of 
U. S. Life at Shanghai 


(CONTINUED FROM PAGE 2) 


sanction for underwriting the business 
in their own companies. 

“Following complete failure on these 
two points they circularized policyown- 
ers in the Shanghai area to the effect 
that the enemy company concerned was 
being ‘liquidated;’ that certain funds 
were in hand (the inference being that 
we had made away with the balance); 
that these funds would be _ divided 
among such policyowners as might ap- 
ply, by May 31, 1942 for their surren- 
der values; and that the Japanese au- 
thorities would take no responsibility 
for the equities of those who did not. 
The point here to note is that this was 
not an order, but that applying for sur- 
render values was left as a policyowner 
option, as it actually is in the printed 
provisions of the policy itself. It 
should also be borne in mind that, being 
under orders to ‘assist in the liquida- 
tion,’ we had to be careful in the na- 
ture of the advice we gave to inquir- 
ing policyowners—because not all of 
Shanghai’s population (and _ therefore 
presumably not all of the U. S. Life 
portfolio) is anti-Jap. Our point made 
in each case was that the Japanese cir- 
cular left the option open to the pol- 
icyowner and that, while our Shanghai 
office might now be temporarily closed, 
there was no contention on the part of 
the Japs, nor intention on our part, that 
United States Life of New York would 
go out of business or ever repudiate its 


obligations wherever in the world poli- 
cies might be held. Meantime our 
Chungking and other offices in Free 


China continue to function uninterrupt- 
edly and this policyowner service will 
be extended to presently occupied areas 
as fast as they are won back from 
enemy control. 

“It is significant to note that 98% of 
our United States Life Shanghai pol- 
icyowners elected not to accept ‘the 
‘kind permission of the Japanese au- 
thorities’ (an expression they are fanat- 
ically fond of using) to ‘salvage’ their 
surrender values. This constitutes a 
truly convincing expression of the abid- 
ing faith of the people in these occu- 
pied areas, in our company and in the 
cause for which our countries fight.” 


Social Security Here to 
Stay, Holmes, Mont., Says 


BOZEMAN, MONT.—Reactions in 
lawmaking bodies to popular demand for 
extension of social services and benefits, 
including insurance, cannot be dismissed 
as mere political expediency, Commis- 
sioner Holmes said in an address at the 
annual convention of the Montana Farm 
Bureau Federation. 

“It must be conceded,” Mr. Holmes 
said, “that there is 2 growing tendency 
in our country and elsewhere to extend 
governmental social service into the field 
of insurance. Old age and retirement 
benefits, unemployment insurance, social 
security and war risk insurance are but 
some of the manifestations. 

“They are not merely political ex- 
pedients. They are legislative responses 
to a growing social consciousness. They 
are here to stay, and no political party 
will jeopardize its existence by propos- 
ing to abolish them. 

“Furthermore, the unprecedented 
growth of insurance business during the 
very period of these innovations is suffi- 
cient to allay any apprehension on this 
score. But the very success of these 
governmental experiments creates a 
problem which private insyrance busi- 
ness cannot ignore. Some of _ this 
emanates from unsound social thinking 
or springs from political expediency. But 
much of it arises from a broad public 
sentiment, based either on discontent 
with the cost or character of private in- 
surance, protection or upon an over- 
weening desire nourished by govern- 
mental benefits either received or 
anticipated. Insurance leadership would 
be blind and stupid not to recognize and 
carefully appraise these growing social 
tendencies.” 


N.A.L.U. War Bond 
Setup Is Reorganized 
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New Jersey—Lloyd D. Harrison, 
Phoenix Mutual, Newark. 

New York (upper)—Frank H. Wenner, 
Connecticut Mutual, Utica; (greater New 
York)—John M. Fraser, Connecticut Mu- 
tual, New York. 

North Carolina—John Pasco, Equitable 
Society, Raleigh. 

North Dakota—Jay Simpson, Minnesota 
Mutual, Fargo. 

Ohio—Judd C. 


(On ; Benson, 
Cincinnati. 


Union Central, 


Oklahoma—J. Hawley Wilson, Massa- 
chusetts Mutual, Oklahoma City. 

Oregon—kE. M. Ward, Business Men's 
Assurance, Portland. 


Pennsylvania—L. V. Drury, Sun Life of 
Canada, Philadelphia. 


Rhode Island—George E. Awde, New 
York Life, Providence. 
South Carolina—F. P. Sessions, Union 





Central, Spartanburg. 
South Dakota—W. K. Beck, New York 
Life, Sioux Falls. 
Tennessee—E. T. Proctor, 
ern Mutual, Nashville. 
Utah — Frank Mozley, 
Salt Lake City. 


Northwest- 


Beneficial Life, 


Vermont —Charles P. Flinton, Metro- 
politan Life, Brattleboro, ; 
Virginia—Horace F. Sharp, Atlantic 


Life, Richmond. 
Washington—Huegh S. 
of Iowa, Seattle. 


Bell, 


Equitable 


West Virginia— David D. Taylor. 
Shenandoah Life, Clarksburg. 
Wisconsin—Frank C. Hughes, Mutua) 


Benefit, Milwaukee. : : 
Wyoming — Bruce S. Jones, Equitable 
Society, Cheyenne. 


The Chicago Claim Association held 
its annual Christmas party Tuesday eve- 
ning. There were movies and other en- 
tertainment. 


A four-page mailing piece tells acci- 
dent insurance prospects why home is 2 
hazardous place. Get samples from The 
A. ote . Bulletins, 420 E. 4th St. 
Cincinnati 2, Ohio. 





i] ALL ROOMS NOISE-PROOFED 
RATES FROM $3.00 
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$500,000,000 


LIFE INSURANCE IN FORCE 


WITH appreciation and pride we tell our friends and policyholders 
throughout the Country, of our passing the $500,000,000 mark of life 


insurance in force. 


Founded in 1907 the Jefferson Standard today occupies a prom- 
inent position among the great life insurance companies of the 
Nation. No other life insurance company organized since 1907, 


has exceeded the Jefferson Standard in size. 


The efforts of our trained and experienced underwriters — 
prompt, fair and efficient dealings with our family of over 200,000 
policy owners, and strict adherence to sound business principles 


have made possible this outstanding record. 









INSURANCE IN FORCE 


1907 . . . . $837,200 1932 . . . $328,270,890 
1912 . . . $38,039,302 1942 . . . $470,330,637 We 
1922 . . . $180,749,.621 AND NOW $500,000,000 i 
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**k JULIAN PRICE, President © Founded 1907 © GREENSBORO, N. C. 
























A Message to Equitable Policyholders 


SENT AS AN ENCLOSURE WITH CURRENT PREMIUM NOTICES 


ynsert 
t {or 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 


393 Seventh Avenue, New York Thomas |. Parkinson, President 




















